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September 16, 1933 


The VOICE of the TRADE 


White 


the sport shoe has reigned on the 
volume throne the past season or 
two, the work or service shoe, 
from reports now being received 
from all sections of the country, 
looms up as a real extra-pairage 
feature for retailers and buyers 
alike, regardless of geographical 
location. 





Farmers, reforestration work- 
ers, newly employed factory work- 
ers, garage and other mechanics, 
and in more recent months thou- 
sands of pairs to employees in 
breweries, are outlets for the pro- 
gressive merchant who is going 
after this volume with surprising 
results. Employees in and around 
the vats and bottling department 
of breweries, requires a_ special 
work or service shoe and several 
eastern manufacturers making 
this type of footwear can’t ship 
them fast enough. 


* * * 


Selection 
by Madame Elsa _ Schiaparelli, 
noted Paris designer, of Walk- 
Over shoes for wear by her man- 
nequins at her Paris opening, will 
form the basis of a national adver- 
tising campaign by the George E. 
Keith Company the coming sea- 
son, 

Madame Schiaparelli is the cre- 
ator of the peaked clown hat and 





the present broad shoulder vogue 
on coats and dresses, as well as 
other numerous high-style fea- 
tures in women’s apparel in recent 
years. For years this noted de- 
signer has been acclaimed both 
here and abroad and her style 
offerings have invariably proved 
to be .the season’s outstanding 
vogue. 


* 


“B : : 
usiness is so good,” 
said George F. Peirce, Jr., “that 
when we sell 100 pairs of shoes 
we are immediately in the market 
to buy another 100 pairs. I be- 
lieve replacement in men’s shoes 
will be tremendous this Fall.” 
Sales for the month of August 
and the last three months, for that 
matter, are way up in the Geo. F. 
Peirce & Son store, in Providence, 
R. I. The sales of men’s and boys’ 


T 22, 
J 


shoes are far in advance of the 
women’s and children’s—a_ sales 
analysis shows. Men are trouping 
into the store, saying: “I’ve got a 
job. Take these old patched 
things off and give me a real pair 
of shoes. Throw away the old 
bats; I don’t want to see them 
again.” Then he planks down 
$7.00 or $8.00 and goes away 


happy. 




















= 


Mary E. Bendelari 


played a part in the public hearing 
on the retail code by asking for 


the inclusion of a trade practice 
clause preventing the stealing of 
styles. She said in public: 
“Design piracy, or the copying 
by one store, of the designs shown 
by another store, today is one of 
the most unsettling factors in the 
country’s business. Ignoring a 
matter of such importance in the 
proposed retail code, would indi- 


Re 





cate that the retail stores do not 
wish to relinquish this unfair prac- 
tice, which discriminates against 
the designer, and the legitimate 
manufacturer, who pays designers. 
Or that they have not given any 
thought to the uneconomic results 
of universal copying in these last 
three crisis years. 

“Taking mark-downs on_per- 
fectly good merchandise inven- 
tories, when the competitor brings 
out cheap copies, almost as soon 
as the merchandise is in the store, 
with the result that today the re- 
tailer is deprived of a lot of the 
good small specialty houses and 
designers in all lines, whose mer- 
chandise sold well, because of its 
outstanding design, because they 
have gone out of business. These 
and many other unsatisfactory ele- 
ments have caused me to wonder 
why even no small mention of this 


practice is in the code.” 
oH 


Roger A. Selby, 
president of the Selby Shoe Co. 
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of Portsmouth, Ohio was the win- 
ner of the blue ribbon with his 
stallion “King Genius” at the horse 
show given in conjunction with 
the Ohio State Fair in Columbus 
recently. The horse showed five 
gaits and won the $500 Fair Man- 
ager’s stake. The horse has won 
numerous prizes throughout the 


country. 
* * * 
W. A. Julian, 


chairman of the board of the 
Julian & Kokenge Co. and recently 
appointed treasurer of the United 
States, who spent a day in Colum- 
bus recently, attending a meeting 
of the board of the J. & K. Co. 
declared that decentralization of 
industry is one of the principal 
aims of the New Deal of President 
Roosevelt. He declared: 

“As chairman of the committee 
on decentralization of industry, set 
up under the Department of Com- 
merce, I am privileged to partici- 
pate in a movement which I believe 
will be effective in restoring pros- 
perity and happiness to our smaller 
communities. 

“One of the purposes is to re- 
store to the communities the indus- 
tries which were lost by them 
through the vicious system of con- 
solidation and centralization that 


marked the era now happily 
passed.” 
{THE FACTORY 
ohn 
4 a) 
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He also declared that another 
aim of the New Deal is to enlist 
community banks in the financing 
of home industries. The move, 
he said, contemplated the establish- 
ment of workers in homes located 
near these small industries with 
sufficient acreage surrounding each 
home for the worker to grow his 


vegetables. 
* * * 


| J. Lyons, 
candidate for President of the Bor- 
ough of the Bronx, New York (a 
district of 1,250,000 people), is 
being ably supported by a shoe 
trade campaign committee of 


which John Slater is treasurer. 





CONVALESCENCE TAKES 
TIME 


—An English friend, who is an intelligent 
student of social and economic conditions 
and trends, writes: 

“As long as the science of economics 
is based on the premise that man- 
kind must always live in want, just 
so long will the present unhappy and 
dangerous conditions remain with us.” 

—1I am one of those who believes that any 
law can be modified, or changed, or elim- 
inated, as human nature progresses and 
demands that readjustment. 

—With good old Mother Earth and ingenious 
Man producing, or able to produce, more 
of the necessities and comforts of life 
than we can possibly consume, there is no 
sensible reason why millions should be 
out of work and still more millions should 
be in dire want. 

—I come of an old Republican family. My 
forbears would have considered it heresy 
to get enthusiastic about, or even approve 
of, the principles or policies of any other 
political party. But | want to state right 
here and in no muffled tone of voice—l 
believe and have unbounded faith in the 
purpose, plans and prospects of our present 
hard-working, highly intelligent Admin- 
istration. 

—The N R A is going to do a real job. 
A great economic convalescence is under 
way; but patience must be practised. 

—The extent of this recovery will depend 
in large measure upon the loyal and active 
cooperation of every one of us—individu- 
ally as well as collectively. 


Zoce 6 TR 


President. 








Congratulations are pouring into 
Mr. Lyons, and one letter of ac- 
knowledgment reads as follows: 
“It is delightful to know that 
one’s old friends in the industry 
are rallying around so wholeheart- 
edly. With you all behind me, plus 
the fact that my campaign shoes 
are made of beautiful, soft, pliable 
goatskin, I feel that I cannot 


fail.” 
“ 6 © 


in designing 
course started by trade school. A 
free course in shoe designing is 
being given evenings from 7 to 
9 p. m. under the auspices of the 
Board of Education at the Central 
Needle Trades High School, 128 
West 31st Street, New York City. 
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Registration begins Monday, Sep- 
tember 11 from 7 to 9 p. m. and 
continues through Tuesday, 
Wednesday and Thursday eve- 
nings. The instructor, Mr. Louis 
G. Feman, has had a great many 
years of experience in the shoe in- 
dustry and says: 

“The aim of the course is to 
provide the knowledge, skill and 
art necessary for the professional 
shoe designer of today. The prin- 
ciples of shoe designing are suffi- 
ciently developed so that an indi- 
vidual may learn all of them and 
have them at his command no 


matter how fashions change.” 
x ok Ox 


Wooden shoes 


are worn by modern Washing- 
tonians in the Dutch bulb center 
—Leyden, Washington—so much 
so that the wooden shoes give a 
real Holland air to the section, 
peopled by many Dutch bulb farm- 
ers from the old country, who have 
come over to this fertile section 
not unlike the great land of the 
dykes to plant a new Dutch bulb 
industry. Such bulb growers com- 
prise a real Dutch Colony or com- 
munity, with many quaint old cus- 
toms and habits that are pictur- 
esque in this fragment of the 
American scene. A venerable Gel- 
derlander of the old school, work- 
ing in wood instead of leather, 


S THIS AMERICA 
@, 















= 





fashions by hand the durable 
sabots right in Leyden —and 
wooden shoes have become popu- 
lar for gifts, and for containers 
for various merchandise needing 
dressing up in new containers. 
The quaint wooden shoes are worn 
in the bulb fields, among the nar- 
cissus and tulip and other bulbs 
that now cover an extensive acre- 
age, by papa, mama and the 
youngsters. The wooden shoe- 





maker, with his knives and chisels, 
fashions them from alder wood. 
But some day new leather shoe 
markets may be won in this sec- 
tion of western Washington, where — 
Whatcom County has been termed 
“The Holland of America,” due 















oe 
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to the spreading acreage of Dutch 


bulb culture. 
* * * 


Adam Gimbel, 
president of the Saks-Fifth Ave- 
nue store, and Herman Delman, 
founder and president of the firm 
bearing his name, announces the 
opening of a Delman salon on the 
fourth floor of the Fifth Avenue 
store. The “human interest” Del- 
man feature, the cobblers working 
behind a large plate glass window, 
will also be moved to Saks. In 
the store these footwear artists 
will perform their labors in full 
view of the public. 

“T look upon this affiliation with 
great happiness,” said Mr. Del- 
man. “It leaves me freer to con- 
centrate on the creative end of my 
business, and I know the distri- 
bution cannot be in finer hands 
than those of Saks-Fifth Avenue.” 

Mr. Delman has just returned 
from Europe, where he made a 
careful study of the style situation 
with especial reference to latest 
developments in the field of fem- 
inine footwear. 

“The lead of this country in the 
production of lasts adapted to all 
shapes of femine feet is conceded 
today by European designers. 
Europe has been concentrating on 
beauty, we have been combining 
beauty and science to produce a 
type of footwear kind to the feet,” 
said Mr. Delman. 


* * 


Rhea Nichols, 
fashion adviser of the Allied Kid 
Company, returning from a re- 
cent trip through the west, where 
she contacted retail shoe mer- 
chants and manufacturers, con- 
tributes an interesting observa- 
tion—the result of the “new 
deal” in the shoe industry. 

“Retail merchants in the fu- 
ture,” said Miss Nichols, “will 
have to anticipate their require- 
ments further in advance than 
they have during the past few 
years. Under the N.R.A. code, a 
shorter work week will make for 
less production at peak selling 
seasons. Cooperation of the re- 
tail merchant in determining his 
footwear requirements far in ad- 
vance will go a long way in level- 
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ing out the curve, spreading pro- 
duction over a greater number of 
weeks. Smart merchants, in order 
to be assured of deliveries in 
time, will arrange their buying 
schedules to meet this situation. 

“Style information, colors and 
materials will also have to be con- 
sidered much earlier in order that 
the entire shoe industry may ad- 
just their conditions to this new 
era of business.” 


* Ok O* 


— Shoe Company 
announce that it will call the re- 
mainder of its 6 per cent cumula- 
tive preferred stock for redemp- 
tion at $105 and accrued dividend. 
There are 46,575 shares of the pre- 
ferred stock outstanding, and the 
dividend rate is $6 a share per 
annum, payable monthly. The re- 
demption of the stock together 
with the payment of the Dec. 1 
dividend will, therefore, involve 
an outlay of slightly more than 
$4,900,000. The original issue 
amounted to $10,000,000. On 
June 1 of this year, however, the 
company called for redemption 
53,425 shares, or somewhat more 
than half the entire issue. 

oe 


H. Stewart Atwood 
of H. A. & FE. Smith, Ltd., Ber- 
muda—on a buying trip to the 
States, says: 

“T am in the market for my 
1934 sports footwear, for Ber- 
muda is one of the leading sport 
shoe spots in the world. We are 
sport-shoe conscious the year 
round. 
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“Arrivals over the Labor Day 
holiday numbered over 7,000. It 
just goes to show what can be 
done in popularizing and publiciz- 
ing any spot by a group of mer- 
chants and citizens interested in 
bringing people and trade to their 
ports. We have been very fort- 
unate in Bermuda, with no unem- 
ployment, no cuts in salaries and 
steadily increasing tourist trade 
which should be still further stim- 
ulated by the increase in leisure, 
everywhere. 

“All-over whites are very good 
with us and punched and perfor- 
ated shoes lead in interest. Fabrics 
are steadily increasing.” 


xk *k * 


The 34th 


International Shoe and Leather 
Fair will be held at the Royal 
Agricultural Hall, London on Oc- 
tober 2nd to 6th, 1933—paralleling 
in time our own National Styles 
Conference, to be held at the Hotel 
Astor, October 2nd and 3rd. 
Greater interest in this year’s event 
in England indicates the trade’s 
fidelity to this long established 
market gathering. 

The Fair is conducted by a so- 
ciety, the directors of which rep- 
resent all sections of the shoe, 
leather and allied industries. It 
is the starting point for the sea- 
son’s work and plays a very im- 
portant part in reconciling price, 
material and demand. It is one of 
the most important trade gather- 
ings of its kind in the world be- 
cause it harmonizes the industry 
in its service to the public. 





Jones SHot Ca., Inc. 























“Fudge edge, or no fudge edge, Ella, it tastes like any other shoe to me!” 
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Turn Bac 





Shoe retailers who don’t do 
increased business in formal footwear this Winter 
are missing a bet. There are five very good rea- 
sons why there should be more late afternoon and 
evening shoes sold this season, if shoe men have 
enough confidence, cash and alertness to put it over! 


Three of these reasons are social or economic: 
1. The administration is making every effort to 
beat the depression by constructive thought and con- 
structive action. People have a little more money to 
spend and a little more courage about spending it. 

2. The shorter hour idea puts a new emphasis on 
leisure and what to do after working hours. This 
naturally brings up the idea of leisure clothes. 

3. The near possibility of prohibition repeal is 
bound to mean more parties, more gayety and more 
festive costumes. 

Two of these reasons are fashion reasons: 

4. In the last Paris Opening there was a marked 
tendency to raise the skirt line in frost sufficiently to 
display the footwear. The couturier Mainbocher 
even has a slashed skirt so feminine feet can rest 
comfortably on the bar! It has been aptly said that 
any old moth eaten shoes can be worn with clothes 
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to 1910 


New Formal Fashions in Dresses 
and Shoes Do Their Best to 
Revive Pre-War Elegance 


By 
RUTH HARRINGTON 


You know them, of course—these ladies on the 
left. The glamorous Marlene in “The Song of 
Songs” and the gorgeous Mae West in “Lady Lou”. 
Both have an enormous influence right now on 
formal fashions. Marlene’s black dress has been 
widely copied in modern clothes. Mae West’s ultra 
rounded figure is the talk of the fashion world. 


Why not use enlargements of these two photographs 
in a formal shoe window? The publicity department 
of Paramount Films can supply the. prints. 


that sweep the floor all the way around. The shoe 
industry should do everything in its power to promote 
the raise in front skirtline. Unfortunately, we are 
not yet able to show this new line in our pictures 
because this silhouette is just coming into the coun- 
try. But by the time you sell the bulk of your formal 
foot wear, the idea should have made some headway. 

5. Last but not least, we have our “Lady Lou” ex- 
citement and a general tendency to revive pre-war 
fashions, pre-war elegance and pre-war prices! There 
has been plenty of conversation about Mae West 
whose Paris film “Lady Lou” (“She Done Him 
Wrong” is the American title) has had such a strik- 
ing influence on fashion. Everyone agrees that the 
Mae West taste is very exaggerated. Yet the current 
issues of both our leading fashion magazines are play- 
ing up the idea. Everyone is talking about it. The 
other day they even had a conference of stylists to 
discuss the question. The net of the discussion is 
this. We aren’t going around looking exactly like 
Mae West. Women aren’t going to be as “Busty” 
or as “Hippy,” as feathered and be-spangled as all 
this! But the idea of a little more glitter, glamor 
and elegance is sound. There is no question but that 
there is a strong feeling for greater femininity and 
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Dresses and 


Shoes for 


These three formal shoes were espe- 
cially designed for this feature in the 
spirit of the new formal fashions. In 
the spirit, too, of the pre-war revival. 
Note the use of eyelet embroidery in 
the first shoe. ote the high cut 
instep line in second pump and the 
featuring of metallic trimming in the 
sandal. All three ideas—embroidery, 
instep ties and metal trimmed shoes 
have a precedent in the shoe fashions 
of 1900 to 1910. Further information 
on request. 














| The formal dress above was worn by 
Diana Wynward, MGM star. 


(Center) A velvet late afternoon dress, 
as shown in a recent fashion show, 
“Paris on Parade,” at Roxy Theatre. 


(Below) A dinner dress in crepe with 
the new sheath line, as worn by Toby 
Wing, Paramount star. 











greater elaboration in fashion. All the dressmakers, all the stores 
are reviving pre-war ideas. Rich fabrics. More trimming. More 
reason for paying a real price again for real clothes. . . and real 
shoes. 

In the formal shoe silhouette we have a decided reflection of 
these pre-war ideas. Harold Williams of Bergdorf Goodman has a 
successful side-gored step-in shown in satin that is pre-war to the 
nth degree. Those were the ways of colonial pumps and lattice 
effects. The new sandals show this same general tendency to 
cover the instep. At the toe, however, sandals are still decidedly 
open and even pumps are cut out on the vamp. Shoes of 1933 will 
not slavishly copy the patterns of 1900 to 1910 but shoe designers 
can find some fresh suggestions for styling ; shoe retailers some 
new ideas for promotion. 

In colors for this winter here are a few points that shoe buyers 
[TURN TO PAGE 36, PLEASE | 
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Shoe Manufacturers 


First Day of Public Hearing on Labor Clauses and Higher Wages 


Washington, oN we 


Shoe Manufacturers from every making-market were 
ready for code-making in the ball-room of the Hotel 
Mayflower Sept. 12, and the fight started early and 
continued the entire day. In a setting vaguely rem- 
iniscent of a style show with a useless stage and 
props at one end of the room the session filled the 
center facing a table behind which General C. C. 
Williams, Assistant Col. Roscoe Conklin and the staff 
of the NRA sat in governmental inquiry. A short 
table at right angles was used by the leaders of the 
National Boot and Shoe Manufacturers Association, 
President Roger E. Selby, Harold E. Keith and J. O. 
Ball. The press at another table and one low table 
for the speakers “before” the code completed the 
work benches at which all activity centered. Some 
forty speakers, for industry, for labor and for the 
‘dear consumers” read and transmitted briefs. Labor 
had the floor on the first day. Business was “talked 
to” plainly by labor with only one flare-up when the 
Brockton strike was topic number one. 

Stanley King was industrial adviser to General 
Williams. The Rev. Francis J. Haas represented 
labor ; Hobart Newman was legal adviser; G. M. Tis- 
dale, consumers, and Andrew T. Court, research and 
planning. 

The code was presented by J. O. Ball, managing 
director of the National Boot and Shoe Manufac- 
turers Association, who also made a brief statement 
of the qualifications of the association to represent 
the industry. 

Reversing the usual procedure, General Williams 
called upon the labor representatives to present their 
testimony before the code’s proponents were given 
their inning. The result was that labor was on the 
stand for all of Sept. 12. 

Father Haas lead off for the Labor Advisory Board 
by making a short statement on section 1 of article 
4 of the code—the open shop clause. He said the 
section either was consistent with section 7(a) of the 
industrial recovery act, or it was not. If consistent, 
he said, it could be properly left in the code; other- 
wise it should be eliminated. 

Deputy Williams then remarked that the section 
was one with which everyone was familiar and that 
everyone also was familiar with published reports of 
Gen. Johnson’s attitude toward open shop clauses of 
this nature. 

“However,” 


he said, “I have had no instructions 


as to whether the section should be in the code or out. 
I will not make the decision. Because of the general 
knowledge of the principle involved I doubt if dis- 
cussion of it here will accomplish any present pur- 


” 


pose. 

Gen. Williams said, however, that if anyone wished 
to discuss the section it would be in order. 

The general proposals of labor, calling for a 30- 
hour week, with a 6-hour day and a 5-day week, were 
presented by Father Haas. These proposals called 
for a minimum wage of $18 per week for all workers, 
with piece rates adjusted to yield that minimum. 

A minimum wage of $30 per week was asked for 
operatives, as distinguished from laborers, apprentices 
and learners, and $40 per week for skilled operatives 
and those with responsibility for the economic han- 
dling of raw materials. 

Prohibition of home work was urged by labor, as 
well as employe administration on a central planning 
board to supervise labor and wage relations and fac- 
tory conditions. 

John J. Mara, president, Boot and Shoe Workers’ 
Union, urged a 30-hour week for 17 weeks and a 40- 
hour tolerance for 8 weeks in each of the two-six- 
month periods of the year. This, he said, would 
result in an average week of 33 hours and would take 
care of seasonal peaks. The “wide sweep” of present 
hours of work and of machine operation, Mr. Mara 
said, is detrimental to both workers and manufacturers. 

J. Franklin McElwain speaking on Article V— 
hours and rates of pay for the manufacturers—said: 

THE INDUSTRY—The manufacture of boots and 
shoes is not an industry confined to a few large units. It isa 
highly competitive industry which in 1932 comprised about 
1200 manufacturers, employing about 175,000 persons, an 
average of 146 employees to each unit. Atleast 50 per cent 
of the employers in the industry employ less than one 
hundred persons. 

The industry is nation-wide, with factories in almost 
every section. It is essential to consider the interests of 
employers and employees in these diverse circumstances. 

The manufacture of boots and shoes is an industry in 
which the average profit is small in relation to the volume 
of business and to capital invested. 

This is indicated by the following figures taken from the 
summary of corporation income tax returns as the average 
of the years 1926-1930 inclusive. 

1,255 concerns reported, which were engaged in the 
manufacture of boots, shoes, cut stock, and findings. Of 
these concerns, 669 reported a total profit of $51,149,000.00 
before Federal taxes, on a volume of $800,119,000.00. This 
profit represented only 6.4 per cent on the volume, or, after 
Federal taxes, about 5.6 per cent. 

586 concerns reported a loss of $16,814,000.00 on a total 


volume of $230,564,000.00, or 7.3 per cent on that volume. 
It will be seen that over 46 per cent of the concerns report- 
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Are Target for Labor 


ing, producing over 20 per cent of the total production, 
operated at a loss. 

The average profit of the entire industry was slightly over 
$34,000,000.u0, representing a net profit of only 3.3 per cent 
on the volume before Federal taxes, or approximately 8.5 
per cent on the invested capital. Out of this average profit 
of $34,000,000.00 was paid the Federal income tax of about 
$6,400,000.00 on the profit of those concerns reporting a net 
income, reducing the profit to $27,600,000.00 or 6.9 per cent 
on invested capital. 

These facts and figures demonstrate that increases in 
costs cannot be absorbed by the industry but must be passed 
on to the consumer. 


MAXIMUM HOURS 
A. The Forty Hour Week 


1. A week to average forty hours should employ all the 
available workers in the industry. 

(a) Comparison with 1925 and 1927. In 1925 and 1927, 
which may be considered normal years, the wage earners 
in the industry numbered about 205,000 (Bureau of Census). 
The average production was about 333,000,000 pairs (Com- 
merce Year Book 1932, page 457). The average full time 
employment was about 49 hours per week (Bureau of 
Labor Statistics, Bulletin 579, Page 3). The average time 
actually worked in 1926, according to figures compiled by 
the National Industrial Conference Board, was 45.6 hours 
per week (‘Wages in the United States”) and the average 
1933) 1920 to 1929 was 44.9 hours (Service Letter, April 30, 
1933). 

Neither hours of fuil time employment nor hours actually 
worked give a true picture of conditions in the industry. 
The latter, hours actually worked, are probably the better 
basis of comparison. 

It is estimated that production in 1933 will equal the 
average of 1925-1927 and will probably amount to 335,000,- 
000 pairs. It is also believed that production for the period 
of twelve months beginning July 1, 1933, will reach and 
possibly exceed 350,000,000 pairs. 

Taking forty-five hours as the average actually worked in 
1925-1927 and first assuming that the production will equal 
the average in those years, it is plain that a reduction to 
forty hours as proposed by the code should mean an increase 
of % in the number of persons employed over 205,000, the 
number employed in 1925-1927, or, roughly, a total of 230,- 
000 employees. This figure is in excess of the largest 
number of employees ever reported in the industry. 

If production reaches 350,000,000 pairs, the revival in 
business activity continuing, we must on a forty hour basis 
employ many more persons than under our estimate for 
335,000,000 pairs. 

Since 1927, there has been no such technological progress 
in the shoe industry as there has been in some other in- 
dustries. Shoes are manufactured by the use of the same 
machines, with very few important changes, and by the 
same processes. There is not apparent any reason why the 
production per employee on a given grade of shoes should 
have materially altered during the past six years. 

The shoe manufacturer is already faced with additional 
costs in a very considerable amount -due to the reduction 
of hours to forty, including not only direct labor costs, but 
costs resulting from the fact that more machinery, lasts, 
dies, patterns, etc., will have to be procured and utilized, 
even for the manufacture of the same number of shoes as 
heretofore, and also the increased cost of other items of 
overhead. The manufacturer is encountering also an in- 
crease in the cost of materials which he uses, due to the 
National Industrial Recovery Act, to processing taxes, and 
to other factors. The intense competition within the in- 
dustry can be trusted to keep prices from rising higher than 
will be necessitated by these increases in cost. Yet there 
is already reason to believe that prices to the consumer must 
be increased to the extent of 20 per cent to 33 1/3 per cent, 
depending on the grade of the shoes sold. The additional 
cost to the consumer cannot be less than $180,000,000.00, 
largely due to cost of materials. At least $35,000,000.00 rep- 
resents additional pay to the wage earners of the industry 
due to the direct effect of the proposed maximum hours 











Gen. C. C. WILLIAMS 


Deputy NRA Administrator Who Conducted Hearing on 
Shoe Manufacturing Code 


and minimum wage upon employ ment in the shoe industry. 

Any further reduction in the maximum hours below 
forty means further increases in the labor cost of shoes and 
in the price at which they must be sold, representing an 
increased cost to the American people of one of the neces- 
saries of life. 

Many small manufacturers will find it extremely difficult 
to accommodate themselves to the reduction in hours and 
increased wages provided for by the code. They will re- 
quire additional capital, machinery and equipment. Their 
facilities for raising new capital or for borrowing are limited. 
Any further handicaps will imperil the very existence of 
the small factory. 
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. you were called 
in to diagnose the trouble of a shoe department which 
is not showing satisfactory results, whose volume and 
net profit is slipping, and to see what steps must be 
taken to put it on its feet as a paying proposition. 
Let’s go about our job in a systematic manner accord- 
ing to a predetermined plan which will bring to light 
the faults of the past and the present weaknesses. To 
this end I outline the following logical procedure: 

First a study to determine what has been the 
past history of the department. Chart its record for 
the three preceding years on each of the following 
factors: 1. Sales. 2. Stock. 3. Turnover. 4. Initial 


mark-up. 5. Markdowns and markups. 6. Shrink- 
ages. 


7. Discounts. 8. Maintained mark-up. 9. 
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eeping a Shoe 
Store in Trim. 


By N. C. EVANS 


Operating expenses. a. Rent. b. Sales cost. c. Ad- 
vertising. d. Others. 10. Net profit or loss. 11. 
Average unit sale price. 

After carefully studying the past history of the 
department as pictured by these charts, as a physician 
would study the history of a patient, I would note the 
strong and the weak factors in the picture. They 
would in all probability tell me readily what part of 
the past operating job had been well done and what 
had been poorly done. They would tell me where 
immediate corrective steps must be taken and where 
we can let well enough alone for the present. 

Then we are ready to take the X-Ray pictures and 
diagnose the department’s present condition. These 
steps, in the order of their importance, I would con- 
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sider as follows: 1. A careful analysis of the in- 
ventory according to—a. Age. b. Price line. c. 
Color. d. Material. e. Type. f. Heel height. (in 
women’s). 2. An analysis of the sales personnel. 
3. A study of the department location and layout. 
4. A study of neighboring and related departments. 
5. An analysis of the stores trade and its potential 
market. 6. A study of the department’s publicity and 
display. 

Now that the patient’s past history and present con- 
dition is thoroughly understood and graphicly out- 
lined before us, we are ready to prescribe the required 
treatment to put the department in healthy condition. 
If, as is many times the case, the root of the trouble 
is in the stock, an immediate operation is necessary. 

Old, unseasonable and undesirable merchandise 
must be removed quickly and fearlessly. Nine out of 
ten sick departments suffer from auto-intoxication 
and until the obstruction is removed there is little or 
no chance for recovery. Many times the operation 
will be painful and costly but the alternative is slow 
and certain death. 

A shoe department, or any other stock of merchan- 
dise for that matter, is curiously like the human sys- 
tem—it can only digest so much and over-feeding 
will produce unhappy and disastrous results. It 
should only be fed what it actually needs for natural 
and normal development. As it grows, it will require 
more food but its digestive power increases cor- 
respondingly and it will assimilate its heavier diet 
with no bad results. Most departments, however, 
suffer from overeating for such a long period that an 
operation is required. 


Wile we are getting rid 
of the undesirable merchandise in our department, 
let us study the other possible contributing factors to 
its unhealthy condition. 

What is the character of its personnel? Are the 
salespeople fitted for their job—do they know their 
merchandise—are they alert and anxious to please? 
Do they know how to properly fit feet? Even 
though they apparently do not measure up to the 
desired standard, they should not be too quickly 
condemned. Probably in the majority of cases, a 
weak personnel is a reflection of the management— 
the result of poor direction and lack of confidence 
in their superiors. 

Many times this weakness can be overcome by 
education and training. If, however, the case is 
hopeless and the person evidently unfitted for the 
job, another operation is in order and the unfitted 
people should be removed as quickly as possible. 

Now as to the department itself? Is it properly 
located in the store with relation to other depart- 
ments and to the flow of store traffic? Footwear is 
not strictly “sight” merchandise and does not require 
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PHYSICIANS nowadays recommend a periodic 

health examination to keep people well. By 
this means an incipient illness, unimportant in 
itself but likely to lead to serious consequences, 
can be checked in the beginning. Serious ill- 
nesses are prevented and frequently lives are 
saved. 

Why not apply the same principle to your 
business? At an appointed time every season 
go over the entire situation analytically. Dis- 
cover the weaknesses in your stock and correct 
them. Find out what’s wrong with your adver- 
tising if it fails to produce results. See if you 
can’t inject a little more fighting spirit into 
your sales staff. Put your business under the 
X-Ray from the viewpoint of an outsider—a 
prospective buyer perhaps—and try and deter- 
mine to what extent you are functioning effi- 
ciently, where your weak points are and how 
they can be corrected. 

Follow the prescription outlined by Mr. Evans 
in this practical and constructive article. You'll 
get a new slant on your business and, we believe, 
some pointers that will be reflected in the profit 
column before the season ends. 








main aisle, first floor location. As a matter of fact 
there is a certain disadvantage in being located too 
close to the main flow of traffic and to the so-called 
“sight merchandise” departments from the psycho- 
logical standpoint. 

The fitting and sale of shoes requires a certain 
amount of time and patience and there should be as 
little to divert the customer’s mind from the task at 
hand as possible. For this reason, a degree of quiet 
privacy should be considered in the department’s 
location. 

The same consideration should be given to the lay- 
out and physical equipment of the shoe department. 
It should be comfortable and inviting, restful and 

[TURN TO PAGE 38, PLEASE] 
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This striking window from the Fifth Avenue store of |. Miller illustrates the new “black-out” trend in display that focuses attention on 

a few styles, usually chosen with reference to a particular use or occasion. The outside of the window is blocked off with black or 

opaque material to serve as a frame for the illuminated display, which has a background in some soft pastel shade. The border 
surrounding the circle is in gold. 


SHOES in the Spotlight 


A Display Trend in Tune With the Times 


A new wrinkle in window 
display, that isn’t exactly new in the sense of being 
startlingly original but has, nevertheless, been given a 
new impetus and interpretation through its recent use 
by a number of Fifth Avenue stores, is the “black 
out” style of window illustrated in the above photo- 
graph of an I. Miller Fifth Avenue shoe window. 

There’s something more than a display trick back 
of this sort of window treatment. Aside from the 
fact that it serves to focus attention on a certain shoe 
or a certain group of related styles, it has a definite 
merchandising significance. With the rising market 
for merchandise, it becomes more necessary than 
ever for the retailer to watch his stocks closely and 





make sure that every style he has in stock is a “live” 
number from the standpoint of sales. He cannot 
afford to have even a single slow style among his 
selections, and if he should be unfortunate enough to 
have half a dozen bad guesses piled up on his shelves, 
then his prospects for a profitable season would be 
anything but rosy. 

With wholesale prices advancing, it’s a simple mat- 
ter of arithmetic to demonstrate that the number of 
pairs which the merchant can buy with the same 
investment will be correspondingly reduced. That 
means every style in stock must contribute its fair 
quota to the sum total of sales and profits. To make 
sure of this, the present objective in promotion is to 
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put concentrated sales pressure behind the styles which 
the store has bought. 

It is to be assumed that every style in stock has been 
bought for a definite reason, because it fits in with 
some prevailing trend in fashion or to serve some 
essential use or purpose. So the logical promotional 
procedure is to take every style or type of shoe in 
turn and sell it to the public, using the sales argument 
that influenced its purchase. This can be done very 
easily and effectively in a series of newspapers ads, 
each devoted to an individual style or type of shoe. 
It cannot be done in the style of window display that 
includes a miscellaneous assortment of everything on 
the shelves and serves simply as a catalog of the store’s 
stock. Therefore keen merchandising minds have 
evolved-—or at least revived—a window display that 
makes it possible to spotlight the styles on which they 
desire to concentrate promotional effort and sales 
pressure. 


‘Feke the treatment of this 
type of window is very simple. It merely consists 
in blocking off all but a central portion of the window 
with black paper or other opaque material and leaving 
a circular opening behind which there is placed an 
illuminated cabinet, painted usually in a light pastel 
shade, for the merchandise display. Here may be 
shown a few pairs of shoes, illustrating a certain type 
or class of merchandise, and with them a few acces- 
sories designed to go with the shoes. The I. Miller 
stores, which have been using these displays most 


Curiosity causes some people 
to peep through keyholes and 
others to look at window dis- 
plays. Here’s a variation of the 
“black-out” style of window, 
now being used so extensively, 
that ought to appeal to both 
classes. It suggests the possi- 
bility of any number of novelty 
treatments, aside from the con- 
ventional circle or square, that 
will help to arouse interest in 
your windows and give a fresh 
impulse to Fall promotions. 








=e 


effectively for several weeks back, usually show three 
pairs, with the correct hosiery and handbags to accom- 
pany them. 

Saks—Fifth Avenue is another store that has been 
making striking use of the “black-out” style of win- 
dow display, not only for shoes but for all sorts of 
feminine apparel. 
and highly colorful, black velvet can be used for lin- 
ing the cabinet, producing a rich atmosphere of 
quality. With black or dark colored shoes, a light 
background is essential. 


If the merchandise itself is bright 


A circular or rectangular 
opening in the black border that blocks off the window 
is the most common practice. But there is no reason 
why this opening should not be triangular or of some 
irregular form. 
herewith suggests a novelty treatment that can be 
worked out in any number of variations. 


The “keyhole” suggestion illustrated 


This style of window treatment is particularly well 
adapted to the store having shallow windows and a 
square entrance. It is somewhat more difficult where 
the entrance is deeply recessed, with a long display 
space leading to the doorway. However, most stores 
can find some space where this kind of a display can 
be worked out to good advantage. The I. Miller store 


at Fifth Avenue and Forty-sixth Street uses it on 
both of the front windows facing Fifth Avenue and 
also on the Forty-sixth Street side, likewise on the 
inside windows flanking either side of the Fifth 

Avenue entrance. 
Aside from its merchandising value, this blocked- 
[TURN TO PAGE 36, PLEASE] 
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Kindred Lines 


Wen the descriptions were being 
written for the preface of the master retail code, the 
. desire was to classify each branch of the retail trade 
according to its popular designation on the basis of 
principal commodities sold at retail. It was discov- 
ered that retail hardware stores now sell many items 
formerly carried in specialty shops; that retail furni- 
ture stores sold conflicting items with dry goods 
stores and so on through every line of retail endeavor. 

So that the descriptions would not be a complete 
inventory of every item sold, some one thought of the 
phrase—“and/or kindred lines.” So you will see in 
the final code the classification—“Retail shoe stores 
—meaning those dealing mainly in shoes and other 
footwear for men, women and children, hosiery, 
findings and/or kindred lines.” 

Certainly the phrase “kindred lines” tells in two 
words the amazing interplay of merchandise in retail 
stores. In seeking to get more business, stores add 
more and more lines so that we see such stores as 
drug stores that are general stores selling about 
everything on the counter. 

In many ways the shoe classification, as it will ap- 
pear in the retail code, is the simplest of all. Foot- 
wear is so large a major item in shoe stores that 
“kindred lines” are few and far between. 

This prompts us to express the belief that the 
public will, in the future, do more and more of its 
footwear buying in shoe stores because more com- 
petent service can be given in the store which de- 
votes a major portion of its time in the sale of one 
commodity. Service is too diversified in stores 
that sell a thousand and one items so that the sales- 
people are jacks of all trades instead of being really 
competent in one. 

The addition of “kindred lines” in the majority of 
other stores is to increase volume or to increase store 
traffic. Whether or no they rate a real profit is inci- 
dental to the volume of business transacted. But under 
the new set-up of the retail code there is, under a 
clause, a ruling that all retail selling will be regulated 


vs. Main Lines 


so that “loss leaders” will vanish and goods must 
carry a price not less than net invoice delivered cost 
or current market delivered cost—whichever is lower, 
plus 10 per cent or perhaps 15 per cent to partially 
compensate for labor and other operating costs. 
That clause will do much to prevent the sale of 
shoes as an incident of general store merchandising 
and at prices that are “loss leaders.” Shoes in many 
cases are carried by these stores simply to increase 
store traffic. Many stores that are competing with 
retail shoe stores consider shoes as “bait” merchan- 
dise. In some of these stores shoes are considered the 
best “traffic maker.” The customer is drawn into 
the store by a “bait offer” and usually purchases some- 
thing else on which a profit can be made. Now the 
code very emphatically prohibits baiting the customer 
—in this clause: 
Section 3. ADVERTISING AND SELLING METHODS 


(1) No member of the retail trade shall use advertising 
(whether printed, radio, display or of any other nature) which 
is inaccurate and/or in any way misrepresents merchandise 
(including its use, trade-mark, grade, quality, quantity, sub- 
stance, character, nature, origin, size, material content or 
preparation), or credit terms, values, policies, or service; nor 
shall any member of the trade use advertising or selling 
methods which tend to deceive or mislead the customer, includ- 
ing bait offers of merchandise. 

The term “bait offer of merchandise” as used herein means 
the practice whereby a member of the trade through an appeal 
by price, brand, description, or other means, attempts to at- 
tract prospective customers into his store and then through 
inadequate or disparaging sales presentation or through the 
quantity available, or through other means places obstacles 
in the way of the purchase of the advertised merchandise 
and attempts to force upon the prospective customer’s 
attention other merchandise. 


The shoe merchants of America enter a new period 
of merchandising under the code in partnership with 
the government. The government asks as its share in 
the partnership the reemployment of millions of work- 
ers at a rate of pay not lower than certain minimums. 
In the majority of cases, these minimums do not 
seriously affect the shoe store for the wage scales are 
usually above that minimum point. 

As a partner, the government gives to the merchant 
certain real benefits. Trade practices which are detri- 

[TURN TO PAGE 35, PLEASE] 
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INCREASING POPULARITY OF . 
ARIELS ASSURES GREATER PROFITS 








BULLETIN! Owing to the increased 
demand for quality merchandise, 
dealers are advised to order early so 
as to have a sufficient quantity and 
variety of Ball-Band footwear to 
show, and sell, their customers. 


FOR WOMEN TOO 
THERE’S THE PURDUE 


In ever increasing numbers, men 
and boys are finding the Ball-Band 
“Official” just the shoe for basket-ball, 
hand-ball, volley-ball, squash and other 
active indoor sports in which speed and 
sure-footedness are essential. But wom- 
en play basket-ball, too, as well as 

a2 squash, bad- 
minton, ten- 
nis and oth- 
er games in 
which a 
special shoe 
is required. 
So there is 
a sister 
shoe to the 
Ball - Band 
' “Official.” It 
is the Purdue. The Purdue is an at- 
tractively styled, all white shoe with a 
buff, sanded crepe sole for sure foot- 
ing on slippery floors. It is acceptable 
on the tennis court, too, where heavily 
molded soles are sometimes barred. A 
newly. developed last and _ other 
Ball-Band features also make it espec- 
ially well-fitting and comfortable. 











Ask Dad—He Knows 
About BALL-BAND 


Men, now with children of their own, 
can recall their first pair of rubber 


boots, and how the other boys envied 
them when they proudly displayed the 
Red Ball trade-mark. Today these same 
men— and their families — are Ball- 
Band users, having learned throughout 
the years to depend on Ball-Band for 
perfect satisfaction and sensible econ- 
omy in footwear. For Ball-Band has 
not only been nationally advertised 
longer than any other trade name in 
rubber footwear—but it is the hall- 
mark of quality today just as it was 
when father was a boy. The Ball-Band 
line to-day repesents 46 years of pro- 
gressive service to the footwear retail- 
ers of the nation. 





Men and Women Like This 
Stylish, Lightweight Rubber. 


In every part of the country dealers 
are becoming more and more enthu- 
siastic about the sales and profit possi- 
bilities back of Ball Band’s Ariel. They 
say that it is the easiest and fastest 
selling rubber they have ever handled. 
Its satin-finish, and graceful molded 
lines give it unusual style and distinc- 
tion. It is “feather-light” in weight; 
and, fitted to a fine shoe, retains the 
contour of the shoe. It keeps fine shoes 
clean, too, because it can be turned in- 
side out and thoroughly washed. An 
exclusive feature that Ball-Band pat- 
ented is the elastic band around the top 
which prevents tearing. Dealers find 
that these and other Ball-Band quali- 
ties make it possible to take this rub- 
ber out of the “emergency purchase” 
class and put it into the “companion 
purchase” class. When selling shoes, it 
is sound merchandising to hand the 
customer an Ariel; to show how smart 
it is, how it protects the shoe and how 
little it costs. In that way merchants 
frequently add to their profits by mak- 
ing two sales instead of one. All in all, 
dealers will do well to push the sale of 
this growing Ball-Band item for great- 
er profits, customer-satisfaction and 
good-will, 


From Motupiko to Mishawaka 


They say—even as far off as “away 
down under”’—that you just can’t beat 


Ball-Band. Read this letter from 
Motupiko, New Zealand: 

“Seven years ago I purchased a pair 
of ‘Red Ball’ rubber boots and gave 
them much rough wear during the wet 
weather. They never leaked until they 
wore through. Now they are quite 
worn out, but the rubber is still good 
as you can see from the piece enclosed 
which I pulled off the sole. That’s real 
rubber! Carry on with the good line.” 


Memo About Fall Hunting. 


The first chilly days of Fall remind 
the sportsman—and should remind his 
friend, the Ball-Band dealer—that it’s 
time to check up on hunting footwear. 
Which brings us to the Gameluck—a 
high lace, leather top rubber with a 
vulcanized crepe sole—a shoe that can’t 
be beat for lightweight, flexibility, com- 
fort and long-life. Just what the sports- 
man needs! 








SPECIAL! Ball-Band salesmen now 
covering their territories report that 
dealers everywhere are enthusiastic 
about the 1933-34 Ball-Band Sport 
Shoe Line. “The finest footwear in 
all Ball-Band history,” is the univer- 
sal comment. 














ABOUT THAT SATIN FINISH 


One of the most difficult problems 
Ball-Band designers ever had to solve 
was how to impart a satin finish to 
rubber without using varnish or any 
other kind of applied preparation which 
might crack or peel. Various tests 
were made over a long period of time 
until at last the artistic triumph was 
achieved that you see in the beautiful, 
smooth, satin-finish of Ball-Band Ariels 
and gaiters. If you study this satin- 
finish closely, you will see a series of 
very fine lines engraved on the surface. 
There are 72 of these lines to the inch, 
and it is the light reflected on them 
which gives Ball-Band Ariels and gai- 
ters such a rich sheen. This is consid- 
ered to be the most beautiful rubber 
finish yet developed and it was origi- 
nated and perfected by Ball-Band. Now 
there is a NEW Ariel—of the slipper 
type as illustrated below. You must see 
it to appreciate how great will be its 
appeal to every woman of good taste 
who prefers the slipper type of rubber. 


Womens 
Black Ariel 
Slipper 
Also made in 
Indies Brown 


Ask for “The Red Ball” 


You may—or may not—know that 
Ball-Band issues a_ periodical called 
THE RED BALL which is published in 
the interests of merchants selling the 
Red Ball line. It is rich in helpful ideas 
for increasing sales and profits as well 
as information concerning the newest 
developments in Ball-Band products. A 
Pennsylvania customer wrote: “Your 
‘Red Ball’ for August was eagerly 
scanned. We get many a good mer- 
chandising idea from it.” Every foot- 
wear dealer is entitled to a place on the 
mailing list, and can get there by writ- 
ing Editor, THE RED BALL, Misha- 
waka, Indiana. 
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This news page is published periodically by the Mishawaka Rubber & Woolen Mfg. Co., Mishawaka, 
Indiana, to keep merchants informed about the latest developments in BALL-BAND Rubber Footwear .. . 


Canvas Sport Shoes . . 


. Fabric Summer Sandals . 


. . Leather Work Shoes .. . 


and Woolen Footwear. ™ 2. mr 
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Fundamental Difference in Psychology and Method Required to 
Sell Customer Interested in Style Alone, as Compared With the 
One Who Makes Comfort and Service First Considerations 


By JOHN L. HARRIS 
Fitting Specialist 
New York City 


, is a peculiar psychology 
that governs the selling of shoes that people want— 
as compared to selling what people need. 

In selling style shoes—you cater to a whim, a de- 
sire, a vanity—and to do so you must play into the 
prospect’s moods. 

She has just bought a hat or a gown for no better 
reason than that it took her fancy—it arrives at the 
house—and invariably is tried on. A look in the 
mirror—a step forward—a step sideways and back- 
ward—and—there is something lacking. What could 
it be—oh—a pair of so-and-so shoes—just the thing 
to set it off and complete the picture that prompted 
the original purchase. 

With a fairly definite picture in her mind as to “the 
shoe” to complete the “Million Dollar Look,’ she 
ventures forth to get that very shoe. 

A woman in such frame of mind is apt to go to her 
favorite shop—or go window shopping for what she 
is looking for and do one of two things. She will 
either ask to be shown such and such a shoe, “Have 
you a brown suede one-strap?” or “What have you 
in brown suede?” or she will more minutely describe 
her desires with “Please show me that brown suede 
one-strap with the Louis heel. I usually wear size 
54.” 

In such cases the salesman has little choice. He 
simply procures the shoe described. He might and 
might not get the opportunity to measure the foot 
and make a recommendation as to the size. But 
whether he does or not he must bring out the shoe 
called for and if it comes anywhere near fitting the 
foot and it strikes the customer’s fancy, it’s a case of 
“T'll take them—just wrap them without the box 
please.” And in many, many cases, before the sales- 
man has had a chance, she will ask, “You carry 
hosiery, don’t you? Have you a_ pair—chiffon 
weight—to match these? I wear size 9—and I hope 
they are not too Icng in the leg.” 


What else is there left for the “clerk” to do? Yes— 
the customer having made her selection—as to style, 
size and even suggested the hose, he could, if he was 
alert, say: “You really ought to have a wire brush 
to brighten them up occasionally.” Invariably, it’s, 
“How much is it?” “25c?” “What is the entire 
amount? $9.64?” “Yes, I'll take the brush also.” 


Could you designate this 
otherwise intelligent salesman as anything else but a 
clerk? He has courteously waited on this customer— 
made the sale and to all appearances satisfied the cus- 
tomer. He did his job, and he is ready for the next 
one. 

That in substance—or in short order, as you choose 
—is style selling, and it applies to men as well as 
women. Men, too, buy shoes for a particular outfit. 
(Hang the fit—it looks good.) There is a definite 
place in the shoe business for such shoes and such 
service, just as much as there is a definite place in 
the automobile business for trucks and pleasure cars. 
One for service and economy—the other for pleasure 
and show. 

The psychology that applies to the fitting of feet 
for comfort and service is wholly different. The 
woman or man who enters a shoe shop with a dilapi- 
dated pair of shoes (I don’t mean worn out shoes— 
but shoes completely out of shape—because of a mis- 
fit) and suggests, “Can you fit me to a comfortable 
pair of shoes?” 

To that person a “clerk” is of little or no use, 
unless he is that rare person who can “clerk” when 
necessary and also act the “shoe fitter” in all that the 
name implies. 

The procedure in such a case is a complete reversal 
from that of the “clerk.” To begin with, as the old 
shoe is removed, a thorough observation of the foot 

[TURN TO PAGE 36, PLEASE| 
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MAKE HER 
SCHOOL HOURS 


HOURS OF COMFORT 


Cetastic provides the shoe of the school 
girl with the same muscle-relaxing toe com- 
fort that she enjoyed in her comfortable sport 
shoes during vacation hours—a comfort that 
will keep her mind on her studies. There are 
no loose linings to hurt the toes, for this fusing 
box insures a smooth, wrinkle-proof toe. Since 
the Junior Miss insists upon the same details 
that give comfort and style to adult footwear 
be sure her shoes are equipped with Celastic 


— The Quality Box Toe. 
United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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The RECORDER has played many roles 
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When Dalsimer’s moved, a few 
years ago, from their old location 
on Market Street to a new one on 
Chestnut Street, an entire build- 
ing was leased, with the two lower 
floors being reserved for the store’s 
use, This handsome marble two- 
story exterior is one of the out- 
standing store fronts in the country. 
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PROPHET, COURIER, COUNSELLOR 
SUCCESS TO YOU! 


S. DALSIMER & SONS 
P 


Philadelphia 


President 
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Problems Arising Under the Retail Code Among 
the Chief Topics at Fifteenth Annual Convention 
—Resolutions Support Blue Eagle Campaign 


Aseny, N. Y., September 12— 
The enrollment of the New York 
State retail shoe merchants 100 
per cent under the banner of the 
National Recovery Act was the 
outstanding feature of the Monday 
session of the 15th annual conven- 
tion of the New York State Shoe 
Retailers Association which has 
been in progress for the past three 
days at the Hotel Ten Eyck. 

At the session Monday after- 
noon the feature talk was made by 
Frederick Vining Fisher, National 
Field coordinator of General Hugh 
S. Johnson, who told of the prob- 
lems of the Recovery Act. James 
H. Stone manager of the National 
Retailers Association also explain- 
ed the NRA code he said: “For 
five weeks during the coming year 
employees will have to work 48 
hours a week. This provision he 
asserted, is to meet the Christmas 
and Easter shopping season. “Be 
careful about increases,’ Mr. Stone 
warned. “The Government is not 
going to permit you to make a profit 
on your increased costs and price 
cutting is prohibited by one pro- 
vision of the code which prevents 
a merchant from selling an ar- 
ticle at less than cost plus 15 per 
cent.” he said. “Still another pro- 
vision prevents merchants from 
advertising sales at less cost 
prices,” he added. 

Arthur D. Anderson, Editor of 
Tue Boor anp SHOE RECORDER, 


also addressed the delegates on 
the subject of the Recovery Act, 
at this session. 

At the banquet Monday evening 
Mayor John Boyd Thacher of Al- 
bany made an address welcoming 
the delegates. The speakers in- 
cluded President Henry Meron 
Smith, Henry D. Anderson, Edi- 
tor of “THe Boot AND SHOE RE- 
CORDER”; Miss Madge Dallas, 
Fashion editor of the “Shoe Style 
Digest’, who spoke on her ideas 
of style in shoes and described 
what a sales person ought to know 
about shoe styles and why. 

Following the “Good Will” 
luncheon Tuesday the following 
spoke on various subjects pertain- 
ing to the interests of the retailers: 
Jesse Adler, “Has Increased Buy- 
ing Power Materialized?”; Ernest 
A. Beaumont, Albany, “The Chis- 
ler—What About Him”; Bert J. 
Gosper, “Are Advancing Costs 
Helping or Hindering?” 

In conjunction with the attend- 
ance of 400 delegates from all sec- 
tions of the state there were 100 
representatives of the leading shoe 
manufacturers who attended the 
convention which was one of the 
largest and most constructive ever 
held by this organization. The 
displays provided by the manufac- 
turers was notably elaborate and 
occupied 100 rooms at the hotel. 
Entertainment features were fur- 
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New York State Merchants 
Meeting in Albany 





WILLIAM F. TOHER 


New President, New York 
State Shoe Retailers Association 


nished by talent from the WGY 
radio station at Schenectady. It 
was decided to-hold the next an- 
nual convention at Buffalo. 

Following the luncheon Tues- 
day the elections of officers was 
held at which William F. Toher, 
one of Oneida’s leading shoe mer- 
chants was elected President; C. 
E. Knox, Batavia, first vice-presi- 
dent; T. Arthur Cohen, Albany, 
second vice-president ; J. J. Meara, 
Schenectady, third vice-president ; 
W. A. Butts, Fulton, fourth vice- 
president ; Leslie Gardner, Oneon- 
ta, treasurer; H. A. Chase, 
Rochester, secretary; and Charles 
H. Barton, Buffalo, chaplain. The 
new members of the board of di- 
rectors are: Charles Brookings, 
Gloversville; Miss Marie Carroll, 
Cohoes; J. Van Vranken, Glens 
Falls; G. T. Weir, Hudson Falls; 
and J. G. Bennett, Auburn. 
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J. GORDON MeNEIL 


General Chairman N. S. R. A. 
Style Committees 


‘ie semi-annual joint style 
conferences of the shoe and leather industries under 
the direction of the National Shoe Retailers Associa- 
tion are recognized as among the most important 
events of the shoe and leather world. Here it is that 
the colors that will be responsible for practically 90 
per cent of shoe sales next Spring and Summer will 
be shown and discussed for the first time and, more 
important, the reasons why these colors will be fore- 
most in the selling. The meetings, as in past seasons, 
will be held at the Hotel Astor, New York, and the 
dates are October 2 and 3. 

Nothing but a “joint style conference,” assisted and 
guided by stylists of our own industry and allied 
trades could possibly accomplish such a result. 

Insofar as leather colors are concerned, the ground 
work was laid several weeks ago when colors for 
Spring, 1934, were selected by committees represent- 
ing tanners, shoe manufacturers and retailers at a 
meeting under the auspices of the Textile Color Card 
Association. 

The new leathers, which means not only new colors, 
but new tannages, new finishes and new designs, will 
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. Plans for Style 


Conference 


Spring Footwear Fashions to Be Discussed at 
Semi-Annual Meeting to Be Held Simultaneously 
With Showing of the New Spring Leathers 


Under Auspices of Tanners' Council, Hotel 


Astor, New York, October 2 and 3 


be shown for the first time, under the auspices of the 
Tanners Council of America, both in the skin and in 
newly designed made-up shoes. 

The first day of the meeting, Monday, October 2, 
will be taken up by separate meetings of the various 
N.S.R.A. style committees. Each committee will have 
the assistance of nationally known stylists who 
are recognized authority in the apparel style field, 
acting for the shoe industry, the textile and silk in- 
dustries, and also style authorities in the shoe field. 
Each committee will have a special room on the eighth 
floor of the Astor Hotel. All members of the retail 
shoe trade are invited whether members of committees 
or not. 

J. Gordon McNeil, of Thayer-McNeil Co., Boston, 
general chairman of the style committees of National 
Shoe Retailers Association, will have general charge 
of the joint conference and will preside at the meeting 
of the Women’s Style Committee. 

The Men’s Style Committee will be presided over 
by George A. Geuting of Geuting’s, Philadelphia, 
[TURN TO PAGE 38, PLEASE] 
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The 


|| LOCKSTITCH 











——_— 


GOODYEAR 
LOCKSTITCH 









GOODYEAR attaches the sole to 
the welt on the outside of the shoe 














: commonly used on footwear 


















seam for Sole Attaching is the seam of 
quality. It has stood the test of time. 
There are two outstanding lockstitch 


seams now in use on modern footwear. 


Dong 


LOCKSTITCH SEAMS are flexible and 
will hold securely all types of soles 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 











1 The GOODYEAR LOCKSTITCH 2 The LITTLEWAY LOCKSTITCH 


GOODYEAR OUTSOLE RAPID LOCKSTITCH 
MACHINE — MODEL O 


W/E SOLE STITCHING MACHINE 
— MODEL C 





LITTLEWAY attaches the sole, upper 
and insole on the inside of the shoe 
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Code for Shoe Wholesalers 
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Agreed Upon by Special Committee and 
Covers Many Problems of Trade Practice 


A Code of Fair Competition 
for the wholesale shoe trade of the United States has 
been agreed upon by a Special Committee of the Na- 
tional Association of Shoe Wholesalers, of which 
Henry Bell, Jr., of Bell, Walt & Co., Baltimore, is 
president. 

The code provides for a minimum wage of $15.00 
per week in any city of over 500,000 population, or 
in the immediate trade area of such city; $14.50 per 
week in any city of between 250,000 and 500,000, or in 
the immediate trade area thereof, and $14.00 per week 
in cities of less than 250,000 population. The minimum 
wage for beginners is $12.00 per week. Maximum 
hours of labor will be 40 hours per week, except for 
officers, directors, managers or executive heads of de- 
partments who receive a wage of more than $35.00 
per week. Outside salesmen and employees engaged 
on emergency, maintenance or repair work also are 
excepted. Employees engaged in delivery or regular 
maintenance service may regularly work a maximum 
of 44 hours per week. During peak seasons em- 
ployees would be permitted to work not to exceed 48 
hours per week for an aggregate period of six weeks 
during any six months’ period. 

Under the heading of trade practices, a dozen dif- 
ferent subjects are included, among them discounts, 
misbranding of products, selling goods on a consign- 
ment basis, return merchandise and exchange of 
credit information. 

Carter B. Snow, of W. H. Miles Co., Richmond, 
Va., is chairman of the Code Committee, Francis B. 
Masterson of the Hub Shoe Co., Boston, is Treasurer 
and Thomas F. Anderson of Boston, Secretary of the 
Committee. 

The term “shoe wholesaler” is defined to mean 
“any person, firm, association or corporation who or 
which maintains a shoe stock, from which he or it 
sells or distributes shoes to retailers.” The Code also 
defines any manufacturer who maintains a shoe stock 
from which he sells or distributes shoes to retailers 
as included within the expression “shoe wholesaler.” 

Pending the acceptance of the Code by the National 
Recovery Administration, a majority of the whole- 
sale shoe dealers of the United States are operating 
under the President’s Agreement or Blanket Code. 

The text of the suggested Trade Practices section 
in the proposed Code follows: 

“In order to effectuate the policy of the National 





Industrial Recovery Act and to improve conditions 
within the wholesale shoe industry, the following trade 
practices shall govern all shoe wholesalers : 

“Section 1—No goods shall be accepted for re- 
turn and full credit by any shoe wholesaler unless 
claim is made by the retailer within ten days after 
receipt of such goods, provided, however, that a valid 
claim made after such ten day period may be allowed 
where shoes are defective in workmanship or material. 

“Section 2—No shoe wholesaler shall ship or de- 
liver shoes to any retailer on a consignment basis. 





a 3.—No shoe wholesaler 
shall purchase, handle or distribute shoes manufac- 
tured in any penal institution after the effective date 
hereof, provided, however, that if prior to September 
Ist, 1933, any shoe wholesaler has on hand any such 
shoes or has contracted to purchase the same and he 
files with the Secretary of the Code Committee an 
inventory of such shoes, or a copy of such purchase 
contract, then it shall not be deemed to be a violation 
hereof if he sells or distributes such shoes. 

“Section 4.—Misbranding of products is deemed 
to be unfair practice. 

“Section 5.—The imitation, simulation or use of 
trade marks, trade names or of other marks of identi- 
fication, intended to mislead or deceive retailers or 
the public is deemed to be unfair practice. 

“Section 6.—It shall be permissible for whole- 
salers to price shoes on a net basis or on a basis less 
discounts, but in no event shall total discounts be 
greater than five per cent (5%) and that only shall 
be allowed for payment by the tenth of the month 
next following date of invoice. Terms for rubbers or 
tennis shoes are not governed by this provision. 

“Terms of sale, including discounts, shall be speci- 
fied on all invoices. No discounts shall be allowed or 
credit given therefor after the expiration of the time 
specified on the invoice. 

“Section 7—There shall not be paid, given, 
granted or extended by any wholesaler any secret re- 
bates, allowances, commissions, credits or unearned 
discounts, whether in the form of money or otherwise, 
not extended by him to all retailers under like terms 
and conditions 

“Section 8.—Contributions by wholesalers for all or 
part of customer’s advertising is prohibited unless 
[TURN TO PAGE 37, PLEASE] 
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AS TODAYS FASHION 


MODERN IRE 


Silhouwelts are practical 


and serviceable shoes. 


They meet the demands 


of modern fashion. 











UNITED SHOE MACHINERY CORPORATION 
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AND SHOE 


Brief Filed by N. S.R. A. With Recovery Administration 


In support of a 48-hour work week 
for shoe stores, the following brief was 
filed with the National Recovery Ad- 
ministration by the National Shoe Re- 
tailers Association. 

“This brief is presented in support 
of the petition presented by the Na- 
tional Shoe Retailers Association re- 
questing a 48-hour week for shoe stores 
in sma!l cities and towns and for 
neighborhood stores in metropolitan 
centers, 

“The data used is principally from 
the U. S. Census of Distribution, and 
refers primarily to the interests of 24,- 
259 shoe stores which in 1929 did a 
combined volume of $906,206,989. It 
also relates to the shoe volume and 
shoe employees in eight other types of 
stores selling footwear to the extent 
of over $400,000,000. 

“Employment in these stores in 1929 
was 49,176 full time and 17,794 part 
time workers. The latter group are 
principally Saturday men working 8 
hours or more on that day only. Even 
under the revised hours called for by 
the Code for full-time men, the part- 
time men will continue much as here- 
tofore. 


Standard Operating Schedule 


“The standard shoe store in medium 
and larger cities is open normally 57 
hours per week from 8:30 to 6:00. 
Deducting four hours lunch time per 
week and adding two hours of normal 
after-hour work in window dressing 
and stock work, the average net work 
week in the standard shoe store is 55 
hours. 

“A different schedule prevails in the 
small shoe stores in the smaller cities 
and: towns and in the neighborhood 
stores. In the small towns shoe stores 
not only are open daily from 8:30 to 
6:00, but are open one night mid-week 
until 9 o’clock and on Saturday nights 
until 10:30. This makes 60 hours the 
net work week. Neighborhood stores 
in metropolitan areas are often open 
every night until 10:30 and Saturday 
nights until midnight. This makes 81 
hours of store service and employees 
work net from 54 to 71 hours, aver- 
aging 60. 

“The average volume of all shoe 
stores in 1929 was $33,000 annually. 
Condensing the volume classification of 
shoe stores from the retail census of 
1929 into three groups we find the re- 
sults shown in the volume classification 
Table, 

“The question of store hours is an 
important factor from two angles, 
namely—service to the public and cost 
of operating. Reducing a 48-hour 
week to 40, or reducing a 55-hour week 
to 44, or reducing a 60-hour week to 
48, is in each case the same reduction 
of hours and area for increased employ- 
ment. This is 20 per cent hour reduc- 
tion in each case and means a 25 per 
cent increase in store personnel. 

“The cost of selling in shoe stores 
varies from 6 per cent to 12 per cent 
averaging between 8 per cent and 10 
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Argument for 48-Hour Week 








VOLUME CLASSIFICATION TABLE 


Stores 
Over $100,000 ........... 1,309 
$20,000 to $100,000....... 10,194 
NS re 12,476 


Percentage Volume Percentage 
5.4 $265,000.000 33 
41. 425,000,000 51 
52.4 110,000,000 13 





per cent. The reduced volume of the 
past few years because of fewer units 
sold and lower retail gies per unit has 
increased this cost of selling substan- 
tially. To add a load of 20 per cent or 
25 per cent more cost to the expense ac- 
count is a factor which seriously affects 
the retail price of shoes as well as the 
expense account and capital account 
of the shoe store. 

“To quote from a telegram received 
from a representative group of such 
stores as we are referring to: 

“ ‘Large majority service stores have 
long since exhausted cash reserves and 
hanging on by grace of creditors on 
basis of expense budgets providing a 
bare existence; therefore, cannot carry 
increased overhead while business is 
gaining.’ 

“Two 60-hour weeks is 120 hours; 
three 40-hour weeks is 120 hours. Two 
and one-half 48-hour weeks is 120 
hours. To meet the cost of this in- 
creased personnel with shorter hours 
is the situation which seriously em- 
barrasses more than half the entire 
number of shoe stores in the United 
States. 

Serious Expense Burden 


“Because this 60-hour week is com- 
mon in more than half the shoe stores 
in the country, including the neighbor- 
hood stores, and because these stores 
are principally two-man or three-man 
stores, a reduction in work week hours 
from 60 to 48 would throw a burden in 
the expense account that would be seri- 
ously large, and to reduce from 60 to 


44 or from 60 to 40 make such two- or 
three-man stores unable to compete 
with the down-town stores, where the 
increased personnel would not raise 
as large a percentage of selling cost 
increase. 

“It is for this reason that this asso- 
ciation respectfully asks the approval 
of the amendment to the retail code 
proposed in its letter of August 21st 
and set forth in the following language: 

“ ‘Amend paragraph 3 (c) to read as 
follows, the underscored portion repre- 
senting the changes in the paragraph 
as now written: 

“«3 (ec) The maximum hours fixed 
in paragraph 8 (a) shall not apply to 
employees in retail establishments in 
towns of less than 10,000 population 
(when such towns are not a part of a 
larger trading area) nor in outlying 
or residential sections of cities and 
towns of over 10,000 population or over 
(whether or not a part of such larger 
trading area, in which cases 48 hours 
weekly for all employees is permitted. 
Boundaries of said outlying or resi- 
dential sections shall be determined by 
local retail trade committee, subject to 
the approval by the National Retail 
Trade Committee.’” 

Respectfully submitted, 
NATIONAL SHOE RE- 
TAILERS ASSOCIATION 
By JAMES H. STONE 
Manager 
Washington, D. C. 
August 22, 1933. 





Morse Shoe Store Moves 


New Beprorp, Mass.—Morse’s Shoe 
Store has moved from its location 
which it occupied for 12 years to a 
fine, modern store in the very center of 
the city. Eliot Shoolman, treasurer of 
the corporation, believes the new loca- 
tion will prove more convenient for his 
customers and make the store more 
easily accessible to shoppers. 

The store has an enlarged children’s 
department besides a men’s and a wom- 
en’s department. Three large Neon 
electric signs on the outside advertise 
the store throughout the entire city’s 
main street. 

The same corporation has opened a 
new store, the Model Shoe Store, at 846 
Purchase Street, in the shopping cen- 
ter, where they specialize in men’s and 
women’s shoes from $1.98 to $6, and 


children’s shoes from 98 cents to $3, 
featuring the Friendly line. This store 
is in charge of F. T. Barlow, formerly 
of Boston. 

The store was visited by approxi- 
mately 500 persons on opening day. A 
$1 lady’s handbag was offered with 
each purchase on that day. 





To Manage Baker Store 


ATLANTA, GA—Roy J. Haydel has 
been appointed manager of the reno- 
vated and enlarged Baker Shoe Shop 
at the corner of Whitehall and Ala- 
bama Streets, it has been announced by 
M. E. Bock, Southeastern manager for 
the Edison Brothers Company. The 
store, which is on a corner, occupied 
for many years by the company, has 
been enlarged and redecorated in the 
modern manner. 
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Kindred Lines vs. Main Lines 


| CONTINUED FROM PAGE 22] 


mental to fair competition are taboo in this new law 
of the land. If the merchant can be safe-guarded 
against the competition of price and the use of “loss 
leaders,” he is getting more in that one act than what 
it will cost him in increased employment expense. He 
is also getting the benefit of the elimination of six 
other vicious trade practices and if all works well, he 
is from this day forth in a position to compete on 
merit of service and on selection. 

If he lives intently a shoe life and concentrates on 
the merchandising and service of that valuable prod- 
uct, he can profit best in prestige and money. He is 
assured, under the master retail code, that no other 
field of retailing—selling “kindred lines’—can do 
things to his harm. He is protected against unfair 
practices within his own shoe field as well as in the 
entire field of retailing. 

In this significant month of September, the tanning 
code, the shoe manufacturing code, the shoe whole- 
saling code and his own retail code will, in all prob- 
ability, be signed by the President. So the period of 
indecision and doubt passes. The rules of the game 
are clearly defined. Violators will be trapped and 
punished in due time. The retail trade authority will 
be an instrument of policing and of correction. In 
the kindergarten of this new economic order we must 
all be humble and patient students for so revolutionary 
an idea cannot be made totally effective at once. It 
will take time and patience of us all. 


Maintains Quality Levels 


Houston, Trx.—In discussing the price situa- 
tion with regard to Fall shoes, L. F. Tuffly, of Krupp 
& Tuffly, said: 

“In every instance we have maintained our grades 
and are paying necessary price increases to do so. 
Fortunately the bulk of our early fall shoes was 
placed before advances were necessary and so our 
retail prices for September and October selling in 
some instances will be the same as the last six months 
and in no case over 10 per cent advance. We are 
passing on to our customers the advantages of our 
early buying but when necessary to replace at higher 
cost levels we will increase our retail prices propor- 
tionately. September 1, 1933, inventory compared 
with September 1, 1932, shows 15 per cent decrease. 
Inventory September 1, 1933, compared with July 1. 
1933, shows 30 per cent increase.” 

The prevailing opinion in this section is that the 
full force of increased costs will not be felt by the 
consumer for at least two months. Most of the stores 
featuring quality merchandise are pursuing the policy 
of maintaining their grades cespite rising prices and 
increased costs. 
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| He suffers from” F. A.” 


<« “F. A.” stands for foot agony 


caused by wearing un- 


comfortable shoes. 
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Amazing relicf from “F. A.” 
(foot agony) is afforded by 
the N Rohn Nu-Matic 
Cushioned Nail-less Shoes. 





A brand new selling idea “F. A.” (foot 
agony) behind a brand new idea in shoe 
construction — the NEW Rohn Nu-Matic 
Cushioned, Nail-less Shoes for Men and 
Women, opens up profitable new business 


for every high grade shoe dealer. 





He got rid of “F. A.” 


Get New ROHN PLAN Noy! 


A beautiful 32 page booklet illustrates and de- 
scribes the New Rohn *3-Point” Nu-Matic Cush- 
ion, a new inbuilt feature in America’s Finest 
Comfort Shoes for Men and Women; also shows 
pre new line and the advertising to be done be- 
hind “F. A.”. Send for your copy now. Rohn Shoe 
Mfg. Co., 512 W. Florida St., Milwaukee, Wis. 





CUSHIONED SHOES 
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Turn Back to 1910 


[CONTINUED FROM PAGE 15] 


should know when placing orders for 
formal shoes. 

The extremely dark 
shades are being featured. Dark 
greens, wild blackberry color, dark 
“Blue Eagle” blue are newer than 
black. Some of your shoes should be 
styled with this new color scheme in 
mind. A slipper developed in one of 
these three dark shades combined with 
metal is the smartest thing you could 
display in your window. 

Newer than white in evening slip- 
pers is an “off white” color. Pale 
oyster or silver tints are particularly 
important. Why not show some of 
these off whites in your dyeable shoes 
for a note of novelty? Women who 
have off white dresses will be attracted 
to them and they are as practical as 
pure white for dyeing. 

Ribbed fabrics are still very im- 
portant in evening as well as in after- 
noon clothes. There are many beautiful 
ribbed slipper materials on the market, 
including faille satin. When you choose 
your dyeables consider this point. 
Metal stitching, giving a ribbed or 
striped effect, is a favorite detail in 
clothes. . . an excellent theme for slip- 
pers. 

The present status of satin is im- 
portant. Satin afternoon dresses are 
widely shown in the popular price 
market, and the vogue for popular 
priced satin footwear is growing steadi- 
ly. (We promised several weeks ago 
to say more about satin.) It looks as 
if every store in the middle or lower 
price ranges should have satin rep- 
resented in its stock. (The T strap and 
the simple eyelet tie are the best bets; 
a few higher oxfords are also being 
shown) In the better things satin af- 
ternoon dresses have run their course. 
A few trimmings still, but fewer all- 
satin dresses. Very little interest, then, 
in satin shoes in the better shops. 

Satin for evening is important in all 
price ranges. And the satin shoe, 
alone, or in combination with crepe, 
is a best evening slipper seller at all 
price ranges. 

There is a distinct feeling for em- 
broidery in the new clothes. Some of 
these embroideries are inspired by the 
pre-war fashion revival and some by 
the Chinese influence so important in 
the last Paris Openings. With an 
embroidered dress of course, a woman 
would not want an embroidered shoe. 
But now that her eyes are becoming 
accustomed to embroidery again she is 
favorably inclined to embroidered shoes 
to wear with plain dresses. In our 
opinion embroideries offer the most in- 
teresting new formal theme of the sea- 
son. There are some nice embroidered 
slippers already on the market. There 
is also some buyer resistance to the 
idea. But the buyers who “resist” em- 


“off black” 








broidered shoes just don’t know their 
fashions! 

Velvet is extremely important for 
both afternoon and evening. The black 
velvet shoe, if sufficiently lightened by 
cut or detail, has a place in the pic- 
ture. Practical dyeable velvets are 
also now available. 

Metallic dresses are being shown for 
evertiing. Here again a brocade shoe 
would not be indicated with a brocade 
dress. But metal trimmings, stitchings 
and pipings should be strong. There 
is good reason for the revival of a cloth 
of gold or silver shoe. As a Fifth 
Avenue buyer said “I would like noth- 
ing better than to see the lamé shoe 
come back. Those were the days when 
we made money in evening slippers!” 
So why not play the idea of this and 
other pre-war ideas in formal foot- 
wear. Can’t we break away a bit from 
the same old thing in dyeable crepes 
and give some of these new-old fash- 
ion ideas a run for somebody’s money? 


Shoes in the Spotlight 


[CONTINUED FROM PAGE 21] 


off style of window treatment will 
serve to attract attention by reason 
of the fact that it is something 
novel and different from the ordinary 
type of store window. When people 
see a big display window purposely 
hidden from view, except for a small 
space in the center, the natural human 
impulse is to see what’s in that space. 
The job can be done without any great 
expenditure and its economy is another 
factor that commends it in these days 
when costs of store operation are in- 
creasing in so many directions. The 
window covering may be black paper 
or fabric, or it may be of any color. 
On the whole, black is most effective. 
The corrugated paper which is now 
obtainable in black, white and all colors 
for display purposes has sometimes 
been used with excellent results. 
Needless to say, this is a style of 
window treatment that lends itself par- 
ticularly to style merchandise and to 
quality promotion. In the lower price 
grades, the purpose of a display is 
usually to show as many styles as pos- 
sible, while the orthopedic or service 
type of store usually seeks to demon- 
strate in the window the special fea- 
tures of the shoe and show how it 
serves its purpose. But even the store 
of this type can well afford, for the 
sake of variety and increased interest, 
to spotlight a few shoes occasionally, 
or to build a display of this type for 
the purpose of getting some particular 
selling story over to its public. Good 
displays are essential for every store, 
regardless of its specialty. 
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Shoe Clerks and Shoe Fitters 


[CONTINUED FROM PAGE 24] 


should be made. (Please note that I 
say observation—not examination.) A 
thorough examination of a foot can 
only be made after the stockings have 
been removed, and that is not being 
done anywhere in shoe stores, to my 
knowledge. If years of observation 
mean anything, a thorough observation 
is all that is required in 98 of 100 
cases. That is a pretty good average. 

A thorough observation consists of 
adjusting the stocking toes so that the 
foot is quite normal in shape or appear- 
ance. After that has been done, a slight 
pressure on the Big Toe will suffice 
to observe if the joint is rigid or still 
flexible; also a slight thumb pressure 
under the metatarsal will suffice to de- 
termine how much or how little the 
arches have been affected. 

With this information and a knowl- 
edge of the “shapes” of shoes you have 
it is not difficult to suggest a shape 
that conforms to the foot. Measuring 
the foot for length and width is, of 
course, essential in order that a 
ridiculous size is not brought out. (In 
this connection let me say that I have 
observed many who permitted the 
salesman to examine a foot thoroughly 
and then have the man bring out a shoe 
that comes no where near a fit—and 
hear the customer say, “Goodness, I 
couldn’t wear that!’’) 

Bringing a shoe that comes within 
half a size of being right has a mar- 
velous effect on the prospective pur- 
chaser and instills a confidence in the 
salesman as well. 

Once the shoe is on, it requires a bit 
of explanation as to why this shoe is 
recommended. And in this the sales- 
man must be logical in his explana- 
tion. 

It is necessary—very often to con- 
vince a person of the soundness of your 
logic—to bring out a shoe of a wholly 
different type—but one that you know 
will go on the foot in order that the 
customer can visualize the point you 
are trying to convey. They may see 
your point, but after you get them to 
“Feel the Difference’ you have not 
only made a sale, but you have made a 
friend. 

One “clerks” and sells shoes. The 
other “fits” and sells shoes also. Would 
you say there is a difference in the 
psychology of selling shoes? Or would 
you call it a method? 





Reenters Shoe Retailing 


BuFFALo, N. Y.—William J. Latimer, 
for many years prominent as a shoe 
merchant in Buffalo, Lancaster and 
Hamburg and who sold out last year 
with the idea of retiring, has returned 
to the trade. On August 31, he will 
open a Brownbilt Shoe store at 492 
Exchange Street, Geneva, N. Y. The 
store is located in the center of the 
city and will be one of the prettiest 
in that section of New York State. 
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Special Nurse Promotion 


CuicaGo—Early in March of this 
year A. Saks of the Fair Store, with 
the intention of stirring up some extra 
business activity in his women’s shoe 
department, started up a project that 
is still bringing in most satisfactory re- 
sults. 

At this time letters of invitation were 
sent to the superintendents of nurses 
in all the Chicago hospitals asking 
them to call at the Fair and receive 
the gift of a pair of shoes with the 
compliments of the store. The letter 
was cordially worded and brought an 
immediate response. Superintendents 
from all over the city called up the 
department to know whether the ac- 
ceptance of the gift shoes entailed any 
obligations on their part. The answer 
was a definite and courteous assurance 
that it did not. A very large propor- 
tion of those who received letters came 
in and were given their shoes. At this 
time particular effort was made to live 
up to the reputation of the department 
for courtesy and cordial treatment. 

The idea, as Mr. Saks pointed out, 
was not only to interest new customers 
in shoes which the store sells but in 
the excellence of the service which it 
dispenses. Good will was the theme 
song of this campaign. 

The first step in this project was fol- 
lowed by the second step in June when 
a representative of the store was sent 
out to call on the various superin- 
tendents who had received gift shoes. 
Tact, diplomacy and wisdom was needed 
to increase the good will already estab- 
lished. The representative made it 
plain that his call was purely a friend- 
ly errand. He hoped that the shoes had 
proved to be a good fit, serviceable and 
satisfactory in every way. Superin- 
tendents were not made to feel in any 
way that they were expected to buy a 
second pair or to recommend them to 
their floor nurses. 

However, up to date, over half of the 
superintendents have bought their sec- 
ond pair of shoes and a large number 
of floor nurses have responded also so 
that the campaign is already consid- 
ered successful, according to Mr. Saks. 
In September a representative of the 
department will again call on the mail- 
ing list. 





New Fall Bags 


CHIcAGo—New Fall bags are being 
given much prominence right now by 
Chicago retailers, who are putting their 
best foot forward to attract the atten- 
tion of the shopper with these femi- 
nine accessories. 

At Carson, Pirie, Scott & Company’s 
two brand new models are featured. 
One is the “Tuk-away,” which has an 
open pocket in the back under the strap 
in which to slip the handkerchief or any 
other article quickly needed. When 
the hand slips through the back strap 
the pocket is automatically “locked.” 
It comes in leathers and suedes and 
sells for $3.95. 

A special “vanity” with a big ball 
clasp which went over big earlier in 
the season is now shown also with a 





| flat metal clasp, on which may be| 


mounted the new glue-back initials. 
These are shown in various materials, 
including patent, calf, ribbed silk and 
a fine corduroy. Price is $3.50. 

Some leather and wool bags have 
huge clasps in metal with back strap 
of metal to match. 

Initials continue of great importance 
here. Besides the “glue-backs” (which 
are selling for 15 to 25 cents) are some 
novelty mirror initials. These have 
bevelled edges and are shaped. Some 
exclusive bags have clasps and trim- 
mings of “mirrors.” 

There is a tendency here toward 
bags with handles but the handles are 
usually short. Sometimes metal chains 
are used not only for these but for 
trims as well. 

Charles A. Stevens & Company are 
suggesting dull black antelope bags to 
accompany the shiny new black satins. 

Copper with brown suede makes a 
stunning contrast in many models seen 
here. Sometimes the metal is used as 
a chain handle or again as a trim— 
large, conspicuous nail-heads or “slabs” 
applied to the material. 

Some big, elaborate feather bags for 
dress wear are shown in one State 
Street window of this store. They can 
be used as fan, muff and bag all in one, 
the shopper is told. They come in 
red, green, white, black, blue, and the 
new soft brown— practically every 
wanted color. 

Mandel Brothers continue to stress 
the importance of ensembling, not only 
shoes and bags but gloves as well, and 
show well-selected gloves to illustrate 
this idea. 

Bags suitable to carry with the new 
rich Fall fabrics in velvet, silk, satin 
and fine wools are stressed by Marshall 
Field & Company right now. A satin 
or velvet tailored bag has a huge crys- 
tal frame. A suede bag trots harmoni- 
ously with suede shoes and gloves. A 
suede or calf bag with zipper closing 
has unusual handles to accentuate its 
style and novelty. 


Smart Ads Sell Hosiery 


CHICAGO—Marshall Field and Com- 
pany have been running a series of 
hosiery advertisements for the past 
three months that are proving to be 
smart publicity in the results they are 
bringing. 

The theme throughout has been: 
“These are chiffon hose that wear, we 
know it because people who bought 
them tell us so.” No stress is laid on 
price and in the first advertisement, 
only, were technical points emphasized. 
In all the rest the copy hammers away 
consistently on the theme as stated. 

In the first advertisement a cut of 
the stocking was given and a few of 
its outstanding merits were described. 
Buying momentum was_ developed 


through this plus talks given at em- | 


ployees’ meetings. In order that this 
momentum might get under way an 
interval of six weeks was allowed to 
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had begun to call for “The stockings 
you wear everyday in the store,” as it 
had been expected that they would do. 
The second number of the series, there- 
fore, stresses the fact that the sales 
force are already wearing them and 
are satisfied. 

Number three refers to the cover- 
age needed in a stocking worn by 
women who are on their feet all day. 
The Fair is introduced as a new and 
popular peg upon which to hang pub- 
licity in this number of the series. In 
number four the thought is emphasized 
that the new “Everyday Chiffon” is no 
longer on trial but it has become a 
“regular” because of its successful cov- 
erage. In the next copy saleswomen 
and customers are grouped together as 
satisfied wearers of this stocking, who 
are as one on the results of its mileage. 
The last number of the series reports 
the history of the success of “Every- 
day Chiffons” by giving the number of 
pairs already sold and by stressing the 
fact of repeat orders. 

The stocking selected to be featured 
in this unique campaign is a 4-thread, 
medium weight chiffon. It has a deep 
delt, cradle foot, block heel and, in or- 
der especially to attract the woman 
who loves dainties, it has a lace band 
set in and a white picot top. 


Code for Shoe Wholesalers 


[CONTINUED FROM PAGE 32] 


the wholesaler’s name or trade mark 
appears in such advertising. 

“Section 9.— No _ wholesaler shall 
furnish or supply to any retailer shoe 
cartons or labels of a cost in excess of 
the average cost of the standard carton 
or label used by such wholesaler unless 
the excess cost of such carton or label 
shall be added to the cost of the shoes 
and paid for by the retailer. 

“Section 10.—A service charge of at 
least ten cents (10c.) a pair shall be 
made by wholesalers on all orders con- 
sisting of less than four pairs of shoes. 

“Section 11.— Credit information 
shall be promptly and cheerfully inter- 
changed among wholesalers. If given 
it shall be accurate and in accordance 
with the facts as they appear on the 
books of the transmitter and shall be 
held in confidence by the receiver. 

“Section 12.—- All quotations and 
prices of shoes (other than for rubbers 
or tennis shoes) shall be based upon 
delivery F.O.B. place of business of 
wholesaler or his nearest warehouse, 
and no allowance or payment shall be 
made for delivery or transportation 
charges to retailer, provided, however, 
in order to avoid conflict with manu- 
facturers, that if, under the Code 
finally adopted by the shoe manufac- 
turers of the United States and ap- 
proved by the President, it is permitted, 
or absent any such provision, if the 
practice shall prevail, that shoe manu- 
facturers located in any given metro- 
politan area make deliveries within 
such area F.O.B. the retailer’s place 


' of business then this provision shall not 


elapse before the next advertisement | be applicable to wholesalers within such 


appeared. During this time customers | 





metropolitan area.” 
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Keeping a Shoe Store in Trim 


[CONTINUED FROM PAGE 19] 


pleasant, with the atmosphere of the 
home or a quiet club where the cus- 
tomer can relax and find genuine pleas- 
ure in what is to many people a dis- 
agreeable chore. The seating arrange- 
ment should be so arranged that each 
customer has a certain degree of pri- 
vacy and individual attention. A 
broken-up or scattered arrangement of 
individual seats, particularly in the 
women’s section is much to be preferred 
to the old fashioned straight rows ex- 
cept where limited space and high rents 
make the latter an economic necessity. 


Importance of Accessibility 


Because of the semi-isolated loca- 
tion of the department itself, it is advis- 
able to give serious attention to its 
approaches and outside borders. These 
should be accessible to an artery of 
traffic within the store and devoted en- 
tirely to display. In effect the shoe de- 
partment is a store within a store and 
the “front” should be given over to an 
attractive display of its wares, invit- 
ing customers to step inside its doors. 

Scattered, informal displays through- 
out the department, on tables and on 
the floor make excellent quiet sales- 
people and often go a long way toward 
helping the customer make up his or 
her mind before the actual sales ap- 
proach. I personally believe in the 
pyschology of accessible open displays 
which allow the prospective customer 
to actually pick up and handle the 
merchandise instead of simply looking 
at it under glass. The sense of touch 
augments the sense of sight in creating 
desire. 

Another most important factor to be 
considered in our diagnosis is the po- 
tential market of our department. Is 
the general character of the store’s 
trade conservative or extremely style 
conscious? Is middle-aged or youth- 
ful? What is its buying power? Does 
it demand the finest quality regardless 
of price or is it thrifty in its shopping 
habits? Is the character of the de- 
partment, its personnel and its mer- 
chandise in keeping and harmony with 
the store’s trade? 

Remember that today we must hunt 
business with a rifle and not a scatter- 
gun. If our gun is not loaded for the 
type of game we are hunting we wont 
have much success in bagging it. After 
we have carefully analyzed our natural 
and logical market, our stocks should 
be planned to best meet the require- 
ments of this market, as to price ranges 
and types. 

Remember, no one department can 
successfully cater to the requirements 
of all types and classes of people. Hav- 
ing decided on our market, we must 
bend our efforts to satisfying its needs 
better than any of our competitors. 
This can only be successfully accom- 
plished by concentrating our thoughts 
and efforts on our particular field. 





By this concentration we can offer 
our trade comprehensive assortments 
of fresh, seasonable merchandise such 
as would be impossible if we attempted 
to diffuse our efforts over a wide and 
scattered field except at a ruinous 
sacrifice of stock turnover which would 
soon result in a serious case of auto- 
intoxication. 

Turnover of merchandise is the life 
blood of any mercantile establishment 
just as the turnover of cash is the life 
blood of our financial institutions. 
Without constant and reasonably rapid 
turnover of our stock of merchandise, 
our business will dry up and die from 
the poison in its veins. 

So much for the physical, tangible 
ailments of our patient. One more im- 
portant factor affecting its health is 
not quite so simple to diagnose. This 
is the matter of publicity and adver- 
tising. 

To probably the majority of mer- 
chants and buyers, this is still as mys- 
terious a field as cancer is to the phy- 
sician. More money has unquestionably 
been literally thrown away because of 
our lack of knowing how to advertise, 
than in any other one item in our 
budget. Advertising must be more 
than mere publicity—more than simply 
putting our name before the public. 
It is a primary and an important step 
in the sales process. It must create or 
stimulate a desire for what we have 
to sell. It must be carefully and 
scientifically planned to reach the mar- 
ket we have decided upon. Here again 
the rifle must be used and not the 
blunderbuss. 


Planning Retail Advertising 


As we plan our stocks to meet the 
demands of a certain market, so must 
our advertising be planned to interest 
that market. Media must be carefully 
studied to reach the maximum of this 
market at the minimum of expense. 
Layouts must be designed and copy 
worded to catch the eye and register 
in the mind of this particular market. 
Many forms of publicity are to be con- 
sidered. It may be that the news- 
paper is our best weapon—it may be 
direct mail attack—it may be mass use 
of window display—it may be the 
judicious combination of all of these. 
But like all of the remedies we are ap- 
plying to our ailing patient, it can only 
be determined after careful analysis of 
past history and diagnosis of present 
condition. 

It is my firm conviction that after a 
systematic study of the ailing depart- 
ment, step by step, as outlined in this 
plan as a doctor would examine a sick 
patient, the contributory factors would 
be so apparent, that after we had once 
corrected them it would be a long, 
long time before we would again per- 
mit any of them to gain another foot- 
hold. 
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N.S.R.A. Plans for Style 


Conference 
[CONTINUED FROM PAGB 30] 


assisted by Jesse Adler, of the Adler 
Shoe Co., New York, vice-chairman. 

The Juvenile group will be presided 
over by Clyde K. Taylor, Detroit, as- 
sisted by Maurice J. Yoskin, Philadel- 
phia, vice-chairman. 

The Volume Buyers group meeting 
will be under the direction of John 
Shea, of Melville Shoe Corporation, 
New York, Chairman. 

At the conclusion of these separate 
committee meetings their several re- 
ports will be formulated into a program 
forecasting the style set-up for Spring 
and Summer, 1934. 

An interesting program is being ar- 
ranged for the second day’s meeting at 
10 o’clock, Tuesday, October 3, in the 
New Ballroom, 10th floor, Hotel Astor. 
This meeting is open to all members 
of the trade. On this special style 
program will appear prominent stylists 
and business men, each of whom will 
treat of some phase of style or color 
development that will have its reflec- 
tion in Spring and Summer footwear or 
merchandising plans and ideas that will 
advance the presentation of shoes in 
retail stores. 

A special feature of the meeting will 
be a dramatized presentation of men’s 
shoes from a style and merchandising 
point of view. 

Immediately following the adjourn- 
ment of the morning meeting a lunch- 
eon meeting will be held in a room on 
the same floor near the New Ballroom. 
At this meeting will be one or two 
speakers who will discuss general busi- 
ness conditions. 

The afternoon meeting on Tuesday, 
October 3, will be called at 2 o’clock 
to pass on reports of the several style 
committees. Copies of the reports will 
be distributed and open discussion from 
the floor will be had. 

The whole object of the semi-annual 
style conferences is to obtain from 
authentic sources as much advance in- 
formation as is possible concerning 
what well dressed men and women will 
want and expect to find when they go 
into stores the forthcoming season. By 
sponsoring and broadcasting the find- 
ings of these conferences, the N.S.R.A. 
is rendering a service of inestimable 
value to the whole industry, to every 
individual connected with the industry, 
as well as to the public at large; but 
the individuals who get the most out of 
these meetings are those who personally 
attend them. All retailers are cordially 
invited to attend the style meetings 
and also the leather show. 





Enlarges Shoe Department 


BuFFALO, N. Y.—Sattler’s, Inc., one 
of Buffalo’s department stores which 
has an immense shoe section, is enlarg- 
ing its store by 30,000 square feet 
which will enable it to add 200 addi- 
tional sales people to its present staff 
of 600. 









rst cht Aids ath cai CE. 


Sa 





# 
a 
a 
KS 
3 
P 










Ce it i i i 


ie. 


Cou op OO 


s' 










a 
a 
a 
S 















Boot AND SHOB RSCORDER 


combining THE SHOP RETAILER, Sept. 16, 1933 





3 : 
5 Rapier hE a 





39 








NATIONAL NEWS 


SATURDAY, SEPTEMBER 16, 1933 


EVERY WEEEK 











a —— 


WHOLESALE PRICES SHOW UPWARD TREND 











WASHINGTON, D. C.—The Bureau of 
Labor Statistics of the Department of 
Labor announced today that its index 
number of the general level of whole- 
sale prices for the week ending Aug. 
26 stood at 69.6. When compared with 
the week ending Aug. 19 with an in- 
dex of 69.3 wholesale prices showed 
an increase of four-tenths of 1 per 
cent. The increase was shared in by 
all maior groups except Building Mate- 
rials, Chemical and Drugs, and Miscel- 
laneous, each of which showed a slight 
decline from the previous week. 

Hides and leather products, with a 
rise of 2 per cent, showed the greatest 
increase for the week. Farm products 
and foods, after five weeks of steadily 
declining prices, again moved upward. 
These index numbers are derived from 





price quotations of 784 commodities, 
weighted according to the relative im- 
portance of each and based on average 
prices for the year 1926 as 100.0. 

(Note. The announced plan of the 
Administration was to raise price levels 
to those existing in 1926. According 
to the above released government fig- 
ures the prices of the classification 
“Hides and leather products” have near- 
ly reached that figure, in that this re- 
port indicates wholesale prices of this 
entire group is now within 7.2 of the 
1926 level. 

This does not mean that these prices 
have been reflected in the finished 
product—shoes—as yet. Wholesale shoe 
prices are still in keeping with current 
conditions and have not advanced as 
rapidly as the leather market.) 





ALL COMMODITIES ........... 
Farm products 
Foods 
Hides and leather products........... 
Textile products 
Fuel and lighting materials.......... 
Metals and metal products .......... 
Building materials 
Chemicals and drugs................ 
Housefurnishing goods 
Miscellaneous 
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WEEK ENDING 


July 29 Aug. 5 Aug.12 Aug.19 Aug. 26 


69.2 69.2 69.4 69.3 69.6 
59.6 58.7 58.5 57.5 58.2 
66.1 65.1 64.9 64.4 65.0 
88.3 90.4 91.4 90.9 92.8 
68.4 70.8 72.9 74,1 74.2 
67.0 66.6 66.8 66.5 66.7 
80.8 80.8 80.8 80.8 81.2 
80.1 80.9 80.7 80.8 80.7 
73.4 73.4 73.1 72.9 72.5 
74.6 75.4 76.0 76.4 76.9 
65.1 65.0 65.2 65.5 65.2 





Schiff Declares Dividend 


CoLuMBus, OHI0.—The regular quar- 
terly dividends of the Schiff Co. which 
consists of $1.75 on the preferred stock 
and 25 cents on the common stock have 
been declared by the company directors 
payable Sept. 15 to stockholders of rec- 
ord August 31. 

There are 9143 shares of preferred 
stock and 99.000 shares of common 
stock outstanding. The total payment 
will amount to $40,750. 








Buying Better Shoes 


Houston, Tex.—The better shoe 
stores here, and shoe departments in 
prominent local department stores, re- 
port the business prospect greatly im- 
proved since widespread adoption of 
the provisions of the National Indus- 
trial Recovery Act. While buying has 
not increased phenomenally, the public 
is buying higher quality shoes than in 
many months, and, of course, paying 
better prices for them. 


MORE MEN BUYING SHOES 


CINCINNATI—E. C. Orr vice-president of 
the Potter Shoe Company and buyer and man- 
ager of the men’s shoe department says that 
business in the men’s shoe department was 
better this Summer than last which was partly 
due to the great demand for Summer weight 
shoes. They did an outstanding business in 
those. 

“Men’s shoe business picked up definitely in 
August,” Orr reported, ‘‘and when people realize 
that prices are going to be higher, which they 
are going to be soon, people will bezin to buy. 
Prices have raised all along the line.” 








Banister Production Up 


NEWARK, N. J.—James A. Banister 
Company, Inc., makers of men’s high- 
grade shoes, finds that sales of shoes 
up to this time shows a gain over a 
year ago. Sales of sport shoes were 
the largest in several years. 

R. G. Steele, secretary, explains that 
in June the company’s payroll was the 
lagest since October, 1931. The num- 
ber of workers have not been decreased 
despite a slight falling off in orders at 
this time. Production of shoes for Sep- 
tember delivery is underway. 





ana 


LOUISVILLE CONDITIONS 
IMPROVED 


LOUISVILLE, KY.— Business conditions in 
Louisville are much improved. Bank clearings 
which in early May were about $60,000,000 
behind those of last year, have made up $40,- 
000,000 of this loss, and will most certainly 
gain over last year before the close of 1933. 
Shoe dealers report that business is showing 
considerable improvement, and getting back on 
the pre-depression basis rapidly. Several deal- 
ers reported excellent week-end sales over 
August, which is generally a slow month, due 
to vacations. A better than normal school busi- 
ness is anticipated in early September. 
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Our “Roy” style 
gives the dress 


up desired, along 
with durability 
that yields many 
miles of service, 
and solid hours 
of comfort. 


Three Styles in Stock 





Widths _Sizes 
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Made to order at small extra charge 

Widths Sizes 
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DD scaieescss sehen cer eres 13, 14, 15 






i 





ROY 
No. | Last 
10¢ per pair extra west of Denver 


A plump mellow veal Kip upper leath- 
er, with full double leather sole with 
the Trade Builder Combination Count- 
er Pocket and Back Stay and Steel 
Arch Support. 


“Trade Builders” are great fitters! 


QUICK SERVICE 
“FILLIN” STATIONS 
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W. B. Taylor With Cox Store 


Fort WortH, Texas— Walter B. 
Taylor is in charge of the men’s, 
women’s and children’s shoe depart- 














WALTER B. TAYLOR 


ments of the new R. E. Cox Dry Goods 
Store which opened in Fort Worth on 
September 1. 

Mr. Taylor, who has been selling the 


higher grade shoes for the past 27 | 


years, came to Texas from Pennsy]l- 
vania in 1915. He was connected with 
the shoe department of Sanger Bros. 
in Dallas until 1919 when he was trans- 
ferred to Sanger’s in Fort Worth. In 
1922 he opened his own store which he 
operated until the Spring of this year. 
Mr. Taylor also takes an active part 
in the work of the State shoe associa- 
tion. He has been secretary-treasurer 
of the Texas Shoe Retailers Associa- 
tion for the past 10 years. 





Gibson Managing Florsheim 
Store 


Kansas City, Mo.—Foster M. Gib- 
son, who has been associated with the 
shoe business in Kansas City for the 
past twenty years, has been made man- 
ager of the Florsheim Shoe Store at 
1009 Main Street. 

Mr. Gibson recently returned from 
St. Louis, Mo., where he was in busi- 
ness for himself for the past five years. 
Before going to St. Louis he was man- 
ager of Carlat’s Bootery here for fif- 
teen years and later was with I. Miller’s 
shop here. 


Leed’s Managers Shifted 


SEATTLE, WASH. — Assuming charge 
of the Seattle Leed’s shoe store at the 
busiest downtown corner of Third and 
Pike is Jack Westbrook, who has until 
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Portland, Ore., store. At Portland, 
Ore., Ben Goldstein, formerly the man- 
ager of Leed’s store at San Jose, Calif., 
has assumed charge, succeeding Mr. 
Westbrook upon his assignment to this 
important shoe center on Puget Sound. 





Schwartz Manager of Best 


DENVER, CoLo.—C. W. Schwartz re- 
cently succeeded S. Mosher as manager 
of the Best Shoe Co., located at 835 
Sixteenth Street here. Mosher has ac- 
cepted a position in the shoe depart- 
ment of the Denver May Co. Schwartz 
assumes his present duties after long 
experience as assistant manager of the 
Best store, and will undoubtedly make 
a creditable record as manager. 





D. M. Barry With Colt 


PROVIDENCE, R. I.—David M. Barry, 
formerly part owner of the shoe re- 
tailing business of Abish & Barry of 
Pawtucket, now discontinued, is man- 
ager of the Colt Shoe Co., this city. 

His former partner, Mr. Abish, has 
joined the salesforce of the shoe de- 
partment at Gladding’s, Inc. 





Day, Walker’s Shoe Buyer 


CANTON, OHIO—Fred E. Day, for 
several years manager of the Walk- 
Over Shoe store until it was discon- 
tinued several months ago, has been 
named manager and buyer of the 
newly opened Walkover shoe depart- 
ment in Walker’s men’s and boys’ store. 





Goldfeder Made Manager 


BuFFaLo, N. Y.—Irwin A. Goldfeder, 
who has been engaged in the women’s 
shoe business in Buffalo for 25 years, 
has been appointed manager of the 
Arch-Aid boot shop, Delaware Avenue 
and Chippewa. 





Ole E. Thorstenson Starts 


Fercus FALis, MINN. — Ole E. 
Thorstenson, who has been associated 
with leading retail shoe firms in this 
section for the past fourteen years, is 
starting in business for himself, under 
the name of “Thorstenson Shoes.” He 
will sell women’s and children’s shoes 
and have a department in Madsen’s. 
The store name will be “Madsen’s,” al- 
though four separate departments, viz. : 
—ready-to-wear; shoes; millinery and 
a beauty parlor will all be owned by 
local individuals. 





New Waterbury Store 


WATERBURY, CONN. — Clyde’s Shoe 
Store, Inc., is a new corporation form- 
ed here to carry on the business of 
Clyde’s Shoe Store, 120 Bank Street, 
operated by Joseph Janowitz. Mr. 
Janowitz, Isadore Solo and Daphne F. 
Matthews are incorporators of the new 
concern, which has authorized capital 





recently been the manager of Leed’s 





of $50,000 and $5,000 paid in. 
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BUY EARLY FOR EASTER 


Orders for shoes for 1934, especially for 


Easter, will probably be placed earlier than | 


usual, for the shops, being on a 40-hour week 
under the NRA instead of 48 as formerly, will 
require more time for the making of the shoes. 








Tanners’ Council Meeting 


The annual meeting of the Tanners’ 
Council of America will be held on 
Wednesday and Thursday, Oct. 4th 
and 5th, at the Waldorf-Astoria Hotel, 
New York City. The meeting takes 
place on the two days following the 
official leather opening which is sched- 
uled for Oct. 2nd and 8rd. When 
the Board of Directors of the Tanners’ 
Council met last May they voted to 
hold the annual meeting during the 
same week in order to avoid extra 
traveling on the part of members of 
the Council. 

This meeting will take on added im- 
portance in view of the developments 
under the Code of Fair Competition for 
the Leather Industry. Provision will 
be made for related groups of the 
Leather Industry to hold meetings at 
the same time and it is expected that 
two full days will be required to trans- 
act all the business which will come 
up at this meeting. 





Develops School Trade 


Los ANGELES—Every week is ‘foot 
health week” at Jesberg’s Walk-Over 
shop, but more especially during the 
Fall at the beginning of the school 
year. Over a period of several years 
Jesberg has cultivated the business of 
furnishing corrective shoes to R.O.T.C. 
high school boys upon the recommenda- 
tion of examining physicians. This 
business however, has not been devel- 
oped in a day or a month. To it Jes- 
berg devotes considerable time, cooper- 
ating with medical authorities, Parent- 
Teacher groups and physical educa- 
tion departments, offering to the latter, 
on a free loan basis, the use of educa- 
tional films and a hand camera for 
their showing. This entails no obliga- 
tion and while there is no direct adver- 
tising connected with this type of pro- 
motion, Jesberg does get the benefit of 
sales covering corrective footwear, 
since teachers invariably send children 
tc the store for fitting. 

In making one of the films Jesberg 
cooperated with a faculty member of 
the University of Southern California. 
The camera, of pocket-size, is equip- 
ped to show only stills. Captions ex- 
plain important details regarding foot 
health. The films themselves depict 
foot ills and corrective measures, cover 
proper and improper positions, posture, 
bone construction, type of shoes that 
should be worn, and corrective ex- 
ercises, requiring not longer than 10 
minutes for showing at the most. 
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The Sale Is 
NEVER 
CLOSED 


Many persons believe that, after the mer- 
chandise has been delivered and the bill 
paid, the sale is closed. 


To us no sale is closed until the buyer, 
be he retailer or wearer, has received 
full satisfaction and service for the price 
paid. When the wearer, thoroughly satis- 
fied, returns to your store for another 
pair, the sale is closed. 


ROBINSON-BYNON SHOE CO. 


Auburn, New York 





PALMETTO : CORONET 
B-5733—Black j B-5770—Black 
Suede Suede 
B-5734—Brown B-5771—Brown 
Suede Suede 
Matching Calf Matching Calf 
Trim Trim 
16/8 Covered 16/8 Covered 
Cuban Heel Cuban Heel 





PANDORA 
B-5717—Black Suede 
B-5718—Brown Suede 

16/8 Covered Cuban Heel 


TRUE STEP 


Arch Shoe 
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on any shoe 


PANCO STA-TITE HEELS 


LOOK BETTER AND 
WEAR LONGER 


The unique Sta-tite method of attaching leaves 
no open nail holes, forces the heel edges tight 
against the base all around—and there they 


stay. That means life-long good looks. 


Contrary to the usual “nail hole and washer” 
method which definitely limits wearing depth, 
the Sta-tite wire mesh is embedded firmly at 
the base. This increases the wearing depth 


approximately fifty per cent. 


Sta-tite Heels are the new era rubber heel. 


Specify them on your orders. 


PANTHER PANCO CO. 


CHELSEA, MASS. 








PANCO 


STA-TITE 


CACHES 
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Shoe Materials on Display 


New YorK—An interesting exhibi- 
tion of shoes and shoe materials made 
from Solka, the purified cellulose prod- 
uct developed by Brown Company of 
Portland, Maine, as the result of years 
of scientific research, is on view at the 
New York sales offices of the company, 
Suite 1411, Graybar Building. The 
display is attracting many visitors who 
are interested, not only in the shoes, 
but in the various other products cover- 
ing a wide range of uses which have 
been made possible through the devel- 
opment of Solka. 

In the shoe division are to be found, 
in addition to the familiar Onco inner- 
soles, counters, sock linings and box 
toes, and also an Onco upper stock that 
has been developed in a great variety 
of colors and finishes bearing a most re- 
markable resemblance to upper leath- 
ers. There are completed shoes made 
up from these various products in the 
newest styles and patterns. 

The most interesting impression one 
gathers from the exhibition is the great 
variety of uses to which Solka has al- 
ready been put in the development of 
finished articles containing this basic 
material. Thus Solka yarns are being 
used for rugs, chair coverings, apparel 
fabrics, towels, etc., and the basic ma- 
terial has been found useful for the 
manufacture of printing papers, roof- 
ing, radio and clock cabinets, as well 
as various plastic materials. One 
comes away with the thought that in- 
genuity and inventive genius will dis- 
cover no end of other uses as the devel- 
opment of this interesting material 
proceeds. 








HEEL HEIGHTS BY AGES 


Lynn, Mass.—This is the 
heights on party slippers— 


Heels 21/8 or more for age 20 or less; 

Heels 20/8 for ages 20 to 30; 

Heels 18/8 for ages 30 to 35; 

Heels 16/8 for 40 and more. 

The reason—heels should become the age 
of the wearer. 


rule for heel 





Window Trimming Program 


DENVER, COLO.—Wearing shoes is a 
man’s own idea, but the kind he wears 
—that’s usually his wife’s idea. 

This is the angle upon which J. W. 
Banks, manager of the Feltman & 
Curme store, bases his Fall shoe cam- 
paign. Accordingly, the emphasis is on 
window effects at night for that is the 
time women take their menfolk win- 
dow shopping. As the trims are put in 
at night they are keyed to the lighting. 
Daylight effects take second place. 

During the past two years this store 
has made the night displays more of a 
point than formerly because it has been 
observed that window shopping is more 
of an evening recreation than it was. 
The sales force has noted this while 





trimming the windows at night. 
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NEW YORK MERCHANTS HOLD SUCCESSFUL NRA MEETING 








Over 800 shoe merchants of New 
York City, gathered together at the 
Hotel Pennsylvania, at a meeting 
called by the Shoe Merchants Council 
of New York City, on Wednesday eve- 
ning, Sept. 6, for the purpose of hear- 
ing Grover Whalen, NRA Administra- 
tor for New York City, explain the 
progress and problems of ‘the Recovery 
Act. Other speakers on the program 
included Arthur D. Anderson, editor 
of the Boot AND SHOE RECORDER and 
adviser to the government on the re- 
tail shoe code; Everett B. Terhune, 
president of the Boot AND SHOE RE- 
CORDER; Jesse Adler, operator of a 
group of men’s shoe stores in New 
York and vice-president of the N.S. 
R.A. He also served as a member of 
the association’s committee during the 
retail shoe code hearings in Wash- 
ington. 

John J. Slater acted as chairman of 
the meeting. In his opening remarks 
he said the shoe merchants owe it to 
the trade, industry and the President 
to vigorously support the NRA. 

Grover Whalen, after graphically 
describing the events leading up to the 
bank closings in March, paid tribute 
to President Roosevelt for “planning a 
business structure under which all of 
us will operate.” 

“The NRA,” explained Mr. Whalen, 
“will spell success or failure, depend- 
ing upon the attitude of its acceptance 
by the people, business, banking and 
industry. It will certainly work suc- 
cessfully with your cooperation and 
mine. 

“The NRA is not a temporary mat- 
ter. It’s come to stay because it’s 
working. Two hundred thousand peo- 
ple have returned to work in New York 
City during the past three weeks, re- 
ducing our unemployment problem 20 
per cent. Business at retail during 
August has increased 10 per cent. So 
there are reasons to feel encouraged 
with factual evidence of this kind, 
proving that we are making progress 











Rochester Retail 
Assn. Reorganized 
RocHESTER, N. Y.—The Rochester 


Retail Shoe Dealers Association was 
reorganized at a meeting held in the 
Powers Hotel, which was attended by 
over 60 local retail shoe men. The fol- 
lowing officers were elected: President, 
Don J. Burke; vice-presidents, Chester 
Phelan, Charles Baries, Ab Stillman; 
secretary-treasurer, Fred L. Myers; 
executive committee, William Pidgeon, 
Madison Pierce, Leslie Watson, L. A. 
Weidemiller, Thomas Hague, John H. 
Schmanke, Michael Altier, F. L. 
Myers. 

Resolutitons were adopted in sup- 
port of the NRA and of the New York 
State Shoe Retailers Association. It 








in putting people back to work and 
stimulating business.” 

Referring to his experience with the 
strike in the garment industry, Mr. 
Whalen urged that employers organize 
so they can present an equally effec- 
tive case as labor. In the garment 
strike, labor was 98 per cent organized, 
while the employers, representing a 
billion dollar industry, were unorgan- 
ized. In this instance he said labor 
made a more intelligent presentation. 

Arthur D. Anderson, from his obser- 
vations in Washington as Government 
adviser, pronounced the retail code as 
one prepared by business merchants 
for business men. 

“Retail business is not going back to 
selfishness again,’ said Mr. Anderson. 
“The day of cupidity and cunning in 
business at the expense of your com- 
petitor is finished. The new ethics of 
retail trade will demand a more neigh- 
borly spirit. Particular emphasis has 
been given to the section devoted to 
retailing behavior. The methods which 
have in the past proven disastrous for 
the retail merchant, conducting his 
business on an ethical and honest basis, 
have been curbed.” 

Jesse Adler interpreted many of the 
sections of-the retail code and answered 
numerous questions asked from the 
floor. 

E. B. Terhune predicted through the 
NRA the making of a new world. He 
said the NRA was the basis and begin- 
ning of the greatest era of prosperity 
that this country has ever seen. 

Jacques Hirsch, president of the Shoe 
Merchants Council, urged every one 
present to join the organization. Capt. 
Wm. J. Pedric, head of the Fifth Ave- 
nue Organization, discussed organiza- 
tion and how necessary it is for busi- 
ness today. He referred to his own 
association as an example of complete 
accomplishment in maintaining for 26 
years the dignity and prestige of Fifth 
Avenue. 











was also decided to affiliate with the 
National Shoe Retailers Association. 





Buffalo Shoemen Endorse NRA 


BurFaLo, N. Y.—Fifty of Buffalo’s 
shoe merchants, including all the de- 
partment store buyers, met Thursday 
evening at Hotel Statler and revital- 
ized the old Buffalo Retail Shoe Mer- 
chants Association, of which Clarence 
I. Lanich is president and Oliver La- 
Rau treasurer. Both officers offered to 
resign to make way for new blood and 
suggesting that downtown merchants 
operating outstanding stores should be 
elected to office. It was decided to elect 
new officers at the next meeting. 

A resoluton pledging earnest and 
sincere support of the NRA, President 
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Roosevelt and Administrator Hugh S. 
Johnson, also supporting the National 
Shoe Retailers Association, was adopted 
and ordered telegraphed to the Presi- 
dent and General Johnson. 

Harry A. Chase, of Rochester, secre- 
tary of the New York State Shoe Re- 
tailers’ Association, explained the 
NRA code, the cotton tax, and con- 
ducted a forum. Irving M. Bauer, 
president of K. W. Watters & Son, Inc., 
presided, assisted by Mr. Page, shoe 
buyer of the J. N. Adams department 
store. 

It was decided to invite the 1934 con- 
vention of the State association to Buf- 
falo. Wm. T. Buckley, chairman of the 
Buffalo Convention Bureau, pictured 
the advantages of “capturing” the con- 
vention if possible. Mr. Bauer was di- 
rected to present Buffalo’s invitation 
formally to the State association’s 
board of directors. 





Houston Baker Stores Merged 


Houston, Trex.—Baker shoe stores 
Nos. 1 and 2 have been merged. The 
consolidated stores will continue in 
business at the location of store No. 
2, at 803 Main Street, under the man- 
agement of W. E. Polly. A _ portion 
of the personnel of store No. 1 will 
be retained in the present organiza- 
tion, at least for the present, Mr. Polly 
stated. 





Fleischer to Move 


CANTON, OH1I0—Fleischer Shoe Co., 
519 Market Ave., N, has taken a lease 
on a store room at 120 Market Ave., 
N, on the public square, and after ex- 
tensive alterations will move to the new 
location about October 1. The store 
has been located in its present loca- 
tion for several years. 


Adds Children’s Shoes 


CANTON, OHI0O—Weil’s, recently open- 
ed women’s shoe store at 213 Market 
Ave., N, announces the opening of a 
new juvenile shoe department. New 
department is located on the main floor 
of the store to the rear and is beauti- 
fully appointed. 








Kuebler & Schreiner Open 


TIFFIN, OHIO—The fixtures of the 
former shoe store operated by Uhlman 
& Baker have been purchased by Ralph 
Kuebler and Ralph Schreiner, former 
employees of the store which will soon 
open a retail store in Tiffin under the 
name of Ralph’s Shoe Store. 





Joe Steele Reenters Business 


ATLANTA, Ga.—J. O. Steele, well- 
known Atlanta shoe man, is reported to 
be considering the opening of another 
shoe shop in Atlanta. Mr. Steele, who 
was formerly proprietor of the French 
Shoppe, has been quietly staying out of 
the shoe business during the past two 
years of the depression, but is said to 
be convinced that the time has come to 
reenter the shoe. business. 
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WHERE TO BUY 
Shoe Trees 


Fh 





Self Adjusting Shee Trees. 
A gentle squeeze inserts or 
removes. Write for unique 
sales plan. 






SIMPLEX SHOR 
TREE COMPAN’ 


105 W ADAMS $7, CHICAGO 
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WHERE TO BUY 
Men’s Shoes 


6 ht 


Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y. 











ORIGINAL 


Did, 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 
Both lines carried in stock. 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc 
Buffalo, N. Y. 
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MEN’S FINE SHOES 
OLD COLONY SHOE CO. eoseaTen 


NEW YORK % BOSsTO 
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Marbridge Bidg. 10 High St. 
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WILLIAM H. BLOCK REMODELED SHOE DEPARTMENT 





INDIANAPOLIS, IND. — The modern- 
ized shoe department of the Wil- 
liam H. Block Company shop was 
designed by A. L. Weidt, designer for 
the company. Jack Newcomb is man- 
ager, assisted by a staff of efficient men 
and women. A visitor to the shop feels 
as though she is walking into a mod- 
ern salon because of the luxurious fur- 
niture and fittings. The only indica- 
tion that the place is a shoe shop is 
provided by the several displays of foot- 
wear which are in recessed niches on 





the four sides of the department and 
indirectly illuminated. 

Comfortable chairs are placed at 
random about the entire floor of the 
shop. These are fashioned in oak and 
upholstered in black and rust. The 
arm rests are chromium plated. These 
specially designed chairs are matched 
by fitting stools and small tables. 

The shop is designed to give a com- 
plete service to customers as quickly as 
possible. Stocks of footwear are car- 
ried in the rear of the department. 








“Satins” Good in Cincinnati 


CINCINNATI—‘Satins, satins” said F. 
H. Rasmussen, buyer and manager of 
the H. and S. Pogue Company’s 
women’s better shoes department “have 
taken Cincinnati by storm. We are 
selling them faster than we can get 
them in. The satin ensemble has created 
an enormous demand for the satin Ox- 
ford in black, field grey and brown. 
The field grey satin shoe is very 
popular. Suede is keeping close step 
with satin in the same choice of colors.” 





Edison Store in Houston 


Houston, Trex.—The Burt Shoe 
Store, one of the Edison Brothers 
stores, opened here recently with a com- 
plete line of popularly priced Fall shoe 
novelties. 

This new store is under the manage- 
ment of J. T. Cantrell, formerly man- 
ager of the Burt Shoe Store at Birm- 
ingham, and for the past five years con- 
nected with the Edison Brothers organ- 
ization. 

Personnel of the store, including both 
shoe and hosiery departments, will be 
about twenty, according to F. P. Ricca. 
District Sales Manager, who attended 
the opening in Houston. 





Marcus Buys Ridgewood Store 


Rmcewoop, N. J.—Samuel Marcus, 
proprietor of the Marcus Shoe Store 
of Paterson has bought the Ridgewood 
Shoe Store, 63 East Ridgewood Ave- 








| nue, formerly owned by the Van Len- 


tens. The shop has been opened un- 
der the new management. 

Mr. Marcus, in purchasing the store, 
bought the stock with it. He has had 
ten years of experience in the shoe 
business. Miss Marina Van Lenten will 
remain on the sales staff. 





Takes Long Lease 


CHARLESTON, S. C.—The French 
Boot Shop, which is owned by Rubin 
Bros., has just signed a long lease for 
a room at 278 King Street. This store 
is under the personal management of 
Ben Rubin. One feature of the new 
store will be a wonderful children’s de- 
partment. The new store will have 
perhaps the largest shoe store frontage 
in this city. The Rubins have been in 
the retail shoe business on King Street 
for the past fifteen years. This new 
store of theirs is a credit to the com- 
munity. 





Consolidates Shoe Departments 


MiaAMI, Fta.—Marks, Miami, one of 
the leading department stores, has con- 
solidated their four shoe departments 
which were on different floors and 
brought the entire stock of men’s, 
women’s and children’s shoes together 
in the basement. A big advantage in 
this consolidation is that the entire 
family may be outfitted at the one 
place without having to journey from 
floor to floor to get shoes for Jane and 
Johnny, mother and dad. 
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$2.50 Single, $3.50 Double 
De Witt Operated Hotels 


Heart of their Respective Cities 
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LARGEST 
BOOT STOCK 


in America 


For Immediate Delivery 





































Riding No matter how large or 
small your boot require- 
Field ments may be, we are pre- 
pared to take care of 
Aviation your wants. Our huge 
stock and variety of styles 
Jodphur in various price ranges 
enables dealers to make 
| Hunting more profitable sales to 
the satisfaction of their 
and customers. 
Accessories Write for Catalog BS-9-16 


COLT-CROMWELLCO., Inc. 






Est. 1899 


1239 Broadway, New York City 





911 So. Los Angeles St. 
Los Angeles, Calif. 




















» STORE CHANGES 4 








Bultman’s Remodels Store 


SumMTER, S. C.—Bultman’s Shoe 
Store, 21 South Main Street, of which 
Harry A. Bultman is the proprietor, 
has just completed a remodeling job 
that is an outstanding accomplishment. 
Windows and interior alike came in 
for a@ modernizing. New display fix- 
tures were also added to the general 
brightening up scheme. An improve- 
ment in business was immediately 
noticed. Whether this was the result 
of the improved physical appearance 
of the store or the improved general 
business, Mr. Bultman was undecided, 
but he is well satisfied with the money 
and time spent. 


New Men’s Shoe Store 


LOUISVILLE, Ky.—The new Penning- 
ton Shoe Store, for men, on Fourth 
near Broadway, is of German design, 
and very attractive. No merchandise 
is on view, other than that shown in 
floor display cases, there being no 
shelving in sight. The lighting system 
is also hidden, and light is reflected 
from corrugated aluminum reflectors. 
Red leather lounges are used. The store 
handles the Friendly Five shoes, C. A. 
“Mike” Griener, a well-known golf ex- 
ponent, is manager. 


Reopens Shoe Department 


New Brunswick, N. J.—The grow- 
ing demand for the return of a shoe 
department to Nathans Department 
Store here has prompted Milton Rosen- 
thal, manager, to make arrangements 
for the addition of this commodity at 
the George Street store. 

The shoe department will be reopened 
with Samuel Burke in charge. The 
Debette shoes for women and Deb-Kins 
for children will be featured. The shoe 
section will be located in the rear of 
the main floor. 

Mr. Burke was formerly associated 
with Bush and Bull of Easton, one of 
the largest shoe retailing firms in 
Pennsylvania. 


FOR LOSS OF AHEEL... 
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WORCESTER, MASS.—Because the heel of 
Helen Williams’ shoe came off while she was 
driving a car, an accident involving three cars 
occurred. 

Miss Helen Williams of Gardner was operat- 
ing one machine. The heel of her shoe came 
off, so she reported, with the result that the 
brake was released and her machine rammed 
into the rear of a police car operated by Patrol- 





man Richard D. Ashe of Station 4. The police 
car pushed forward by the impact from the rear, | 
struck a third automobile operated by Miss | 
Catherine Giblin of South Manchester, Ct. | 

The police car and that operated by Miss | 
Giblin were in a line of traffic waiting for a | 
train to pass when the accident happened. 





| 
| 


—————— OO 





Corrective Store in Worcester 


WORCESTER, MAss.—A charter of in- 
corporation has been granted to Foot 
Health Headquarters, a new shoe store 
at 19 Pearl St. The incorporation lists 
Henry J. O’Donoghue as _ president; 
Miss Bessie M. O’Donoghue, treasurer; 
and Mrs. Alice G. Conway, secretary. 
Capital, $30,000. 

Mr. O’Donoghue, formerly of this 
city but for the past 10 years engaged 
in the management of shoe stores in 
Boston and New York, is manager of 
the new store, which has stocked Can- 
tilever, Ground Gripper, Dr. Kahler 
and Physical Culture shoes. 





New Enna Jettick Store 


HARTFORD, CONN.—Another unit in 
the chain of Enna Jettick Special Ser- 
vice Shops is scheduled to open early 
in September at 59 Pratt Street here, 
in the heart of the city’s specialty shop 
and department store district. W. G. 
Buscher, lately of the Enna Jettick 
home office in New York City, will man- 
age the new outlet. 


Damon’s Adds Shoes 


MASON City, IA.—Damon’s, Inc., de- 
partment store, has opened a shoe de- 
partment on its main floor at the rear 
and will feature a line of moderate 
priced footwear for women. Joseph 





Burns is manager of the new depart- 
ment. 
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WHERE TO BUY 


Sport Footwear 
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FOOTBALL SHOES 
IN-STOCK 
No. ae Cleats 






No. 464—Detachable 
Rubber Cleats 


$4.10 


BROOKS SHOE MFG. CO. 
Swanson & Ritner Sts., Philadelphia 
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WHERE TO BUY 
Dancing Shoes and Taps | 
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BLACK CALF 
PAT. LEATHER 


A-B-C 24-8 
cafe aa Misses’ 
$1.55 A-B-C I1'2-2 
$1.48" 


OWENS SHOE Co. 


589 Essex St., Lynn, Mass. 





¥% KENDALL’S "*WSO™" 


IN-STOCK 
Style No. 13 
Pat. Lea. or Blk. 
Kid with Full 
Cloth Lining. 


$2.00 













Women’s Sizes, 2%-3 
$2.00 


Misses’ Sizes, 11-2 
$1.90 
| 











KENDALL SHOE COMPANY 
* HAVERHILL, MASS. 


+ 





>» TRADE DOINGS 4 








W. L. Douglas Co. Making Prog- 
ress Under New Management 


BROCKTON, Mass. — In connection 
with its annual statement, which show- 
ed an operating loss of $51,592 as of 
June 30, 1933, compared to a loss of 
$541,418 for the first six months of 
1932, President Joseph W. Bartlett of 
the W. L. Douglas Company, comment- 
ing on the future of this well-known or- 
ganization, declares that while no defi- 
nite promise can be made as to an 
early resumption of dividends, they are 
making good progress in rehabilitating 
the company on a sound basis so that 
with a return of normal times the com- 
pany’s earning power will be fully re- 
established. 

The present management took charge 
about Feb. 1, with commitments for the 
first two months of the year already 
established. The operating loss for 
those months was $81.641. For the re- 
maining four months to June 30 the 
company operated at a profit of $30,- 
049. There was also a claim pending 


| for immediate payment of $100,000 un- 
| der a contract agreement made in prior 
| years with former executives. 


This 
claim has been settled for $50,000 plus 
expenses. 

An aggressive advertising and mer- 
chandising policy during the spring 
season resulted in the company selling 
40 per cent more shoes than in the cor- 
responding period of 1932, and in spite 
of very much lower prices the dollar 
revenue was 7 per cent larger. The 
company’s lease situation is improving 
steadily. Eight stores have been re- 
placed with more advantageously lo- 
cated units, and three new modern 
large-volume stores have been added— 
in Chicago, Baltimore and Philadelphia. 
This policy will be continued. Balance 


| sheet as of June 30 shows total current 


assets of $2,201,609, of which cash ac- 
counts for $335,710, while current lia- 
bilities amount to $432,709. Net work- 
ing capital was $1,768,900 against $1,- 
836,605 on Dec. 31, 1932. 





Canadian Tariff Under Review 


TORONTO—It is expected that boot 
and shoe schedules in the Canadian 
tariff will be under review at a session 
of the Canadian Tariff Advisory Board 
to be held at Ottawa in October. An 
application for a downward revision 
of the duties has been received by the 
board from the Incorporated Federated 
Association of Boot and Shoe Manufac- 
turers of Great Britain and Ireland. 
The brief for the British and Irish shoe 
industry is to be submitted shortly. 





Schiff Shows Sales Gain 


CoLumBus, OHro—Sales for the Schiff 
Co. which operates a chain of 192 re- 
tail shoe stores in 26 states, for the 
four weeks period ending Aug. 26 were 
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$667,705 compared with $600,438 for 
the corresponding period in 1932, 
showing a gain of 11.2 per cent. Total 
sales for the first eight months of the 
year were $5,653,749 compared with 
$5,629,854, a loss of but 0.42 per cent. 
Excessive losses in sales during the 
first three months of the current year 
accounts for this slight loss in total, 
sales up to Sept. 1. 





Calls Remainder of 
Preferred Stock 


St. Louis, Mo.—International Shoe 
Company is calling for redemption on 
Dec. 1 of the remainder of its preferred 
stocks outstanding at $105 per share. 
Slightly more than one-half of the pre- 
ferred stock was redeemed June 1, last, 
and there are somewhat less than 50,- 
000 shares now out, which, at the re- 
demption price of $105 per share, will 
amount to approximately $5,000,000. 





New Rubber Company 


BALTIMORE, Mp.-——The Hagerstown 
Rubber Co., Hagerstown, Md., has been 
chartered to engage in a rubber heel, 
rubber sole and allied products busi- 
ness. Capitalization of the concern is 
$100,000 consisting of 10,000 shares of 
common stock, each share having a par 
value of $10. The incorporators of 
the corporation are Joseph B. Reynolds, 
Helen R. Reynolds and Harry J. 
Thomas, all of Hagerstown. 





Lanagas Starts Manufacturing 


AUBURN, ME.—George Lanagas, of 
the Lanagas Shoe Co. of Lowell, Mass., 
has bought the Baker mill here, intend- 
ing to operate it for making shoes, and 
also, shoe stock, including wood heels, 
machinery for making adhesive process 
shoes, on, which he has patents, and 
boxes for shoes. More than 1000 will 
be employed. 


Columbus Shoes Sales Gain 


CoLUMBUS, OHI0O—With the Fall sea- 
son fairly ushered in and all of the re- 
tailers displaying full lines of fall 
styles for women trade at Columbus 
stores has shown a marked increase 
during the past two weeks. Compared 
with last year, gains of 10 to 15 per 
cent are recorded. 





Enlarged Store 


BALTIMORE, Mp.—Increased facilities 
for the conduct of his growing exclusive 
retail shoe business have been effected 
by Condon’s Shoe Shop, 3210 Green- 
mount Avenue, by the extensive in- 
terior remodeling, new store front and 
enlargement through erection of rear 
addition at a cost of more that $1,200. 
The new display windows present a 
more inviting appearance into the mod- 
ernized shoe shop. 
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Form (06 


Form 103 
MASTER STOCK SHEET 


Form /eo MONTHLY INVENTORY 
‘on 


400 


#300 Se paeeae 
pana Deck. a —~ “ aed pene 


sTocn MO 


RECORDER STOCK RECORD SYSTEM 


2 Strep LEATHER 


Ferm (07 
Sante 


| 


(New Revised Fifth Edition) 
Your choice of DeLuxe flexible imitation leather binder shown above, 
or—Black cloth binder below. 
Special Quantity Price: 
400—Daily Sales and Stock Sheets (Form No 100).......... Seacies $9.00 





PROFIT CHARTS—25c. each; an accurate method of figuring 
selling prices. 
WRITE FOR OUR FREE BOOKLET ON STOCK-TURN. 


BUY as you SELL 


And Avoid Frozen Capital in End Sizes 
The Recorder Stock and Daily Sales Record Helps 










You Do Just That! 
Insures Accuracy of Buying Judgment 





Black “If a $5 Gold Piece Falls Thru 
om a Crack in the Floor”—is the 
Binder— ; title of our instruction brochure 
emmuane for keeping stock records:— 
leather back tte : 


and corners, 


Supplied with each order for 





gold lettering 





the Stock Record System. 








One hour a day keeps your records com- 
plete— 

Every sale and purchase recorded — 
Visible daily turnover and sales report— 
with monthly inventory of each stock 
number— 

Shoes on hand, on order, due, returns, 
transfers in or out from branch stores— 


FOR GROUP OWNED STORES 


—-the Stock Record System used in con- 
junction with the MASTER STOCK 
SHEET and the central office CONTROL 
FORM, also a COMPARISON FORM for 
sales of total pairs by seasons and years, 
gives the merchant-owner complete stock 
control with style and sale trend. 





Complete Working Outfit....... $7.25 
(West of Denver........ $7.75) 


Consists of: 
Black Cloth binder—1134” x 1334”...... $1.50 


OR: DeLuxe Imitation Leather......... 2.00 
100 Daily Sales and Stock Sheets, (Form 
#100) and 1 Comparison Form........ 2.50 
2 Inventory Pads (100 sheets)......... 0.50 
2 Buying Order Pads (50 sheets)........ 0.50 
(or 4 of each, as preferred) 

1000 Carton Tickets and Clips......... 2.25 


Above, not including Carton Tickets.... 5.00 
(West of Denver........ $5.50) 


Postage Prepaid—Check with order, please, unless 
C.O.D. Shipment is preferred. 


Orders filled for any forms preferred. 
Shoe Carton Tickets and Clips: 


WO oe xckccccucce: eeconsasdonsacandeees $0.50 
1 eee reer ere Cer eee eC 1.25 
MOQ oc cxerccdepatsancudsdves veudsuunes 2.25 
5000 (per thousand) ................+.. 2.00 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 


367 WEST ADAMS ST. 


When writing advertisers please mention Boot and Shoe Recorder 


CHICAGO, ILLINOIS 
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WHERE TO BUY 
Spats 
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BOND STREET SPATS 
Enjey 


po gene ll — and 
gore une IN 
TOC MEDI- 
ATE. DELIVERY a. b 
selection of fabr 
ors and sizes. Write t tor 
es and prices. The 
wil jams Manufacturing 
Ce., Portsmouth, Ohlo. 


BOND 


STREET pats 
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WHERE TO BUY 


Bowling Shoes 


id 





PROFESSIONAL BOWLING SHOES 
Combination Soles Price $2.40 


Right Foot 
Rubber 
Sole and Heel 










Left Foot 
Buckskin 
Sole-—Rubber 
Heel 





Style No, 224 






BROOKS SHOE MFG. CO. 
Swanson & Ritner Sts., Philadelphia 
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WHERE TO BUY 


Riding Boots 








\ RXDING BOOTS 
\ *° IN-STOCK 
For Men, Women and 


Children—also 
Jodhpurs and Field 


=... 
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> WHAT’S SELLING 4 








Suedes Good in Denver 


DENVER, CoLo.—Max Lackner, buyer 
for the shoe departments at the Denver 
May Co. reports that he has put seven 
new regular employees to work under 
the NRA and that sales for the current 
period are running far ahead of last 
year. Among the best known members 
on the enlarged staff is W. H. Lamber- 





ton, for many years a prominent shoe 


salesman at the Denver Dry Goods Co. 
“We are particularly pleased to note 


a great deal of interest in suedes,” says | 


Lackner. “The early movement in this 
line, points, I believe, to a big suede 
season. While sales on satins have 


not been as heavy as on suedes, we are | 








| of Progress exhibits 


| 








selling quite a number and I expect a 
fairly good season here.” 





Million Year Old Style 


CHICAGO—The Palmer Bootery have | 
snapped up the prevailing interest in | 


affairs 1,000,000 years ago and slanted 
it off toward their hosiery department. 
Right now it is the vogue to be 


| “Chellean minded” and several Century 


(authentic and 
otherwise) and a new brilliant showing 
of things prehistoric at Field Museum 
have increased the enthusiasm. 

Small prehistoric animals made out 
of brilliant colored beads appeal to the 
gal who must be up-to-the-minute. She 
gets one of these creatures and a pair 
of hose at the Palmer House Bootery 
all for 75 cents. These are featured 
in the window conspicuously. 


—_——————. 


| Sport Ruffles 


Boston, Mass.—New Fall oxfords, 


in popular novelty stores, are trimmed | 


_ Suedes Selling Early 


with sport ruffles, these ruffles being 
shawl tongues which are slitted into 
widths of a finger tip instead of into 
a fringe. The ruffles are each held in 
place over the lace row of the oxford 
by a strap fastening with a_ shiny 
buckle of the harness style. 





New Leather Selling Well 


INDIANAPOLIS, IND.—The new Mand- 
rucha Leather footwear for women, is 
meeting with unusual success at 
Marott’s Shoe Shop, according to Harry 
Summers, incharge of the department. 
Gray and black combinations in ties 
and two button oxfords are being in- 
troduced with success and business in 
general is reported very good. Two 


tone step-ins in suede and suede com- | 


binations, two button oxfords, and one 
eye ties are very good. Suede leathers 
are in the lead. 


White Shoes for 1934 


An early report on white shoes for 
1934 comes from the Lynn-Peabody sec- 
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USING THE RECORDER 








THIS PICTURE, WE BELIEVE ILLUS- 
TRATES BETTER THAN FIGURES, 
THE TREND OF PRICES. 

AGAIN WE SAY, IT'S TO YOUR AD- 
VANTAGE TO BUY NOW. 

ON THE OTHER HAND, EVERY 
PURCHASE MADE NOW HELPS TO 
RESTORE NATIONAL PROSPERITY. 


SIEGENTHALER’S 
eo «<— @ 


The chart shown in the accompanying adver- 
tisement by Siegenthaler’s of Mansfield, Ohio, 
appeared in an advertising article in the July 
15th RECORDER. Siegenthaler’s reproduced it 
to tell a convincing “Buy Now” story to their 
customers. 

















ners tells of inquiries for white finishes 
for 1934 leather, and adds the remark 
—‘“some tanners made more white 
leather in 1933 than in any former 


| year and wished they had made more.” 


More white shoe time is possible next 
year, seeing that the codes shorten 
hours in factories and stores and sup- 


| ply more time for out of doors. 





CuHIcAGoO—Suede shoes are selling 
earlier than they ever have before at 
the Boston Store, according to A. Sachs, 
shoe buyer. 

Kids in the new India brown are also 
in strong demand and eel grey has al- 


| ready made a showing here. 


tor, where a maker of finishes for tan- | 


| proprietor remarks: 





Spats and “‘Spattees” 


LYNN, Mass.—Orders have started 
to come for spats for gentlemen to 
wear, and for “spattees” for ladies, the 
latter being a tabloid form of spats, 
about half as high as regular spats. 
They were a popular novelty in some 
big city stores during the last part of 
last Winter. 





FIXING “DOGS” NOW 


A hot dog cart in Salem, Mass., has been 
transformed into a shoe repair shop, and the 
“We've changed from hot 
dogs to worn dogs, and are doing a dog gone 
good business.” 
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All rooms have pri- 
vate bath 
shower), radio, servidor, 
and circulating ice water. 


Coming to NEW YORK? 


If so, come to 
the Victoria. In 
the very center 
of the city... 
yet quiet, restful. 
With a manage- 
ment that likes 
to make you 
comfortable. 










DAILY RATES 


Single: $3 to $4 
Double: $4 to $6 
Suites: $9 to $16 





The unusually large rooms . . . the 
cheerful, efficient service .. . 
bined with exceptionally low rates for 
such quality ... ‘make the Victoria 
the outstanding hotel value in New 
York today! 


ICTORIA 


51st Street and Seventh Avenue 
New York City 





com- 


(tub and 





Under new management of DAVID B. MULLIGAN. 
Executive Vice-President 


FORMERLY OF THE WINDSOR HOTEL, MONTREAL, 
ALSO OF CANADIAN NATIONAL HOTELS, WALDORF. 
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ALL STYLES IN STOCK 
DRESS, FIELD, AVIATION, Etc. 


HIGHEST GRADE 
ENGLISH 


RIDING BOOTS 


IN STOCK 


At New Reduced Prices, 

Consistent with the Pres- 

ent Exchange Value of 
the Pound Sterling 












ALSO JODHPUR SHOES 


Made at Our Factory in 
Northampton, England 


Send for Catalogue to Our Only 
Depot in U.S.A, 


MANFIELD & SONS 
1629 Chestnut Street 
PHILADELPHIA, PA. 


ASTORIA 




















» STORE CHANGES 4 





Remodels Children’s Department 


New ORLEANS, LA.—Schiro’s, 1020 
Canal Street, has opened a new and 
enlarged children’s shoe department, 
gaily painted with all the animals of 
the jungle and characters from story- 
land. Philip Schiro, manager and 
owner of the store said: “We are open- 
ing our Kiddies’ Korner in full con- 
fidence that business will show decided 
improvements.” Souvenirs were pro- 
vided for every child who attended the 
opening of the new department. 





Cort Shoes Expand 


CLEVELAND, OHI0O—Cort Shoes, Inc., 
local retail chain, opened a new store 
at 730 Euclid Avenue on Aug. 26 
under style of King shoe store. The 
quarters were formerly occupied by 
the A. S. Beck shoe store. Women’s 
shoes are offered at popular prices. 
A. Hirsch] has been appointed man- 
ager. Cort Shoes will also open a new 
store in Toledo. 


Moll Shoe Store Moves 


GRAND HAVEN, MicH.—The Moll 
Shoe Store, formerly at 111 W. 7th 
St., has moved to more spacious quar- 
ters at 109 W. 7th St. This establish- 
ment owned and operated by Edward 











W. F. Moll and sons Fred and Abram, 
has been in this location for the past 
twenty years. A decided increase was 
the cause of making the change to 
larger and better quarters. 


Men’s Shoes Added 


LOUISVILLE, Ky.—Schulman’s, Inc., 
men’s clothing store, 318 West Market 
Street, has arranged to move to 310 
West Market Street, and will add a 
shoe department. The new store ready 
on Sept. 10, according to William Schul- 
man, secretary-treasurer, will have a 
lease of several years’ duration has 
been secured on the new location. 





Enlarged Shoe Department 


LONGVIEW, WASH.—A fine new shoe 
department has been created in the 
enlargement of the Alexander depart- 
ment store. The Alexander store has 
moved for the third time to accommo- 
date growing business, this time locat- 
ing its greatly augmented departments 
and fine shoe section in a building on 
Commerce Avenue, in the heart of the 
retail district. 





Gerstein Branches Out 


NEw RocHELLE, N. Y.—Jack Ger- 
stein has opened The French Boot Shop 
at 541 Main Street here, carrying a 
full line of women’s shoes. Mr. Ger- 
stein also operated The French Boot 


Shop at 106 Main Street, White Plains. 





Jay Shoe Co. Expands 


BUFFALO, N. Y.—The Jay Shoe Com- 
pany, a Buffalo concern with three 
stores in the city, has expanded its 
operations to include Erie, Pa., where 
it has taken over a 20 by 100-foot store 
formerly occupied by the Walkover 
Shoe Co., there. The store will be ren- 
ovated and decorated for immediate 
occupancy. 


Buys Sanger’s Shoe Dept. 


DALLAS, TEX.—Walkover Shoe Com- 
pany has bought Sanger Brothers’ shoe 
department. L. H. Graves, formerly 
women’s shoe buyer for Sanger 
Brothers, has joined the sales staff of 
Burt Eastman of Neiman-Marcus Com- 
pany. 


Adds Men’s Shoes 


JAMESTOWN, N. Y.—lJIverson and 
Scharf, men’s clothiers and_haber- 
dashers, opened a new men’s shoe de- 
partment on Sept. 1, featuring shoes 
at $3.95, $4.95 and $5.95. 








DO YOU KNOW 





The average person is geared to walk 75,000 
| miles during life’s journey and to take approxi- 
| mately 20,000 steps in an average day of 
| activity? 
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WHERE TO BUY 


Children’s Footwear 
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MRS. DAY’S IDEAL BABY SHOES 


Flexible Hard Soles. ..2-8 
Bend for In-Stook 
alog 





MRS. DAY'S IDEAL BABY 
SHOE CO. 
Loeust St. Danvers. Macs 











Sales Increasing year after ye 


ar. 
fants bs Growing Virle—ever %150 num- 


bers In Stock. Ask for catalog. 


HERBST SHOE MFG. CO. 


MILWAUKEE. wis. 





LANE BROS. CO., Boston, Mass. 
NEW ENGLAND STATES DISTRIBUTORS 
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WHERE TO BUY 


Brewery Boots 
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"OLD-TIME" 
BREWERY BOOT 


Knee High—No. 610 
15” High—No. 601 


HEAVY OIL GRAIN 
Perfect Rocker Sole 


Reece Wooden Sole 
Shoe Co., Inc. 
Columbus Nebr. 











More Shoes Made, But— 


The First National Bank of Boston 
says in its recent market letter that 
206,000,000 pairs of shoes were made 
during the first seven months of this 
year, which was 21 per cent more than 
were made during the corresponding 
period of 1932, and even more than for 
the peak year of 1929. 

During July, when prices were low, 
a tremendous number of shoes were 
made, and it is but an obvious remark 
that the surplus will have to be sold 
into service on the sidewalks before the 
buying of shoes at the new high range 
of prices gets under way. 

















THE SELLING END 





Special Meeting of 
lowa Travelers 


A special meeting of the Iowa Na- 
tional Shoe Travelers Assn. has been 
called for Saturday Oct. 7, at 1.00 p. m. 
at the Hotel Fort Des Moines. The 
following new members have been 


s 


| added to the roster of this live group 


of shoe travelers: H. A. Jones, R. M. 
Bishop, K. B. Newcomer, F. W. Sam- 
son, B. S. Welch, H. N. Gyldenvand, 
all of Des Moines; John M. Olson, 
Cedar Falls, and Meyer Bergen of 
Sioux City, Iowa. 








TRAVELERS DAY AT CHICAGO 


The Century of Progress realized the impor- 
tance of the commercial traveler to the Nation’s 
business and has designated Thursday, Sept. 21, 
as commercial travelers’ day. Every traveler 
should plan to visit the Chicago World’s Fair, 
as important addresses will be given at the 


| Amphitheatre, alongside the Travel and Trans- 
| port Building. 








| Sidney Horowitz 
| Severs Connection 


Sidney Horowitz, who for the past 
ten years has represented the Marion 
Shoe Co., of Marion, Ind., in eastern 
Pennsylvania, New Jersey, Delaware 
and Maryland, has severed his connec- 
tion with that organization and is 
spending some time at his home at 1730 
North 29th St., Philadelphia. Mr. Horo- 


witz writes that his plans for the 


| future are indefinite. 





| Comings With Florsheim 


Jim Comings, well-known Southern 


| shoe manufacturers’ representative con- 


nected with Thompson Brothers, has 
resigned to accept a position with the 


| Florsheim Shoe Company. He will rep- 


resent this firm in the Southeastern 


| states. 


Moves New York Office 





New York, N. Y.—The Brown Shoe 
Co. have moved their local salesroom 
and office from 144 Duane St. to more 
spacious quarters at 200 Church St. 
David F. Stern is in charge. 








CREDITS AND CONTROL 


Leather merchants of Boston are reported as 
tightening up on credits, seeking to sell their 
leather more closely to a cash basis than 
formerly, and, also, are reported as interested 
in a general plan to control the distribution of 
leather among shoe manufacturing concerns, 
the desire being that distribution, as well as 
producticn, be regulated so that no surplus lots 
of leather shall be thrown onto the market to 
depress prices. 
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C. C. Stephens Buys Store 


LOUISVILLE, Ky.—C. C. Stephens, 
manager of the Louisville division of 
the Edwin Clapp Stores, Inc., 303 
West Walnut Street, for the past three 
years, has purchased the Louisville 
store, under a contract whereby he will 
handle Clapp shoes, and one lower 
priced line of merchandise. 

Mr. Stephens has been connected 
with local merchandising of Clapp shoes 
for 25 years, having formerly been as- 
sociated with J. C. Hero, who had the 
line for many years. When Hero quit 
business some years back Stephens be- 
came associated with the Ross Kaylor 
Co., which took on the line, and which 
later became the Kaylor Stephens Co., 
which was later taken over by the 
Clapp company. 

Mr. Stephens is a live, aggressive 
and able shoe man. He is also a good as- 
sociation man, and at various times has 
held offices in the old shoe dealers as- 
sociation. 





Euclid Avenue Stores Increased 


CLEVELAND, OHI0—Better conditions 
in the retail field here have influenced 
the opening of several new stores on 
downtown Euclid Avenue during the 
past month. Increased employment in 
local shops has meant greater spending 
and, with the banking situation ironed 
out, the Fall prospects have been de- 
clared much improved. Many of them 
anticipate the best Fall season since 
1930. It is this outlook which has 
caused the recent opening of new shoe 
stores and at present there are more 
footwear marts on Euclid than for 
many months past. The government 
urge to buy now, combined with a 
greater feeling of optimism, has had 
its effect in loosening the public purse. 





Adds Men’s Shoes 


PAWTUCKET, R. I.— Moving from 
Broad St. to a prominent Iccation on 
Main St., Oscar’s Clothes Shop has a 
fine, modern store, including a new shoe 
department. The store has not pre- 
viously had a shoe department, but 
with the prominence of a main street 
location, it was decided to add shoes, 
making the store headquarters for 
man’s complete apparel. 

The new shoe department features 
Florsheim shoes, and it is in charge of 
Ernest Goyette who is well known in 
the shoe field in this city and Provi- 
dence, having been identified with lead- 
ing shoe stores. 


Will Recommend Sales Tax 


New ORLEANS—The Tax Reform 
Commission of the Louisiana Legisla- 
ture which is working on a tax pro- 
gram to be presented at the next ses- 
sion of the legislature will recommend 
a 3 per cent sales tax, termed as “lieu 
tax,” the proceeds of which will go to 
the school system of the State. 
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MOULDING 4A SPECIAL PHASE OF PUBLIC OPINION ON 

THE FIELD OF COMMERCE, WHERE THE AMERICAN 

NATION HAS SHOWN MOST CLEARLY ITS PECULIAR 
GENIUS, IS 


The American Business Paper 


Got 





7 HE development of such a great mercantile organization as 
America has, depends upon the directed and co-ordinated action of 
hundreds of thousands of business units scattered all over the country. 
Mass production has demanded the creation of quick and wide-spread 
acceptance, not only of new products but of the merchandising ideas 
developed at the same time to secure volume consumer purchases. In 
this task the American Business Paper serves as an efficient instrument, 
shortening the gap between production and sale. It places in the hands 
of the dealer the information concerning the product, and its merchan- 
dising; and before the technical man the necessary installation and per- 
formance data. 





HO 


“DEALER ACCEPTANCE,” SAYS A GREAT ADV ERTIS- 
ING AUTHORITY, “IS AS NECESSARY TO SUCCESS- 
FUL MERCHANDISING AS CONSUMER ACCEPTANCE.” 


GEO 












7 uirty years ago a new prod- 
uct was laboriously introduced to 
an industry. Men had to travel 
immense distances to secure stra- 
tegic distribution and older execu- 
tives still “yarn” about such trips 
which kept them from home for 
months at a time. Now the ac- 


ceptance which gave these older 
men such trouble to secure is built 
over night through the medium of 
the Business Paper and inquiries 
and orders may be reaching the 
manufacturer before he has done 
admiring the first sample of his 
new product. 


The mobilization of public opinion, whether generally or in particular 
instances, has been developed to a high degree in America. In industry 
it has been the indispensable aid in galvanizing the whole chain of dis- 


tribution into swift merchandising activity. 
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WHERE TO BUY 


Women’s Shoes 


6 8 EF, OO EO EE 


THE PUMP WITHOUT A GAP 


GENUINE COMPO PROCESS 
IN STOCK 


Black Suede 
Brown Suede 
Kaffir Calf 
Patent Leather 
Brown Kid 
Black Moire 
White Moire 
White Kid 
White 
Satin 
Black 
Satin 
























Regent and Seamless 
High and Baby Louls 
AAA to © 


BETT SHOE CO. 
58 N. 4th St., Philadelphia, Pa. 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 


Se ee 












Ww. 8. CHASE & SONS, INC., 
HAVERHILL, MASS. 
te Steck Men's Full Leather Lined 
Handturned Slippers 
Priced from $1.35 
Kid Puliman Slippers 
colors and black with 
sna Pocket 1.35 
dipper Pocket $ib0 


-PPIDPIIIIPIDDD 2 
EVANS—STANDARD SLIPPERS 


Genuine Hand Turns 
also Cemented Soles 
and Soft Soles 
IN STOCK 
Send for Catalog 














No. (437—Tanm 
Kid Everett 
Brown Pat. 
Insert Turn 
$2.10 











L. B. EVANS’ SON CO., Wakefield, Mass. 








Maryland Shoe Production Up 


BALTIMORE, Mp.—The shoe industry 
of Maryland showed both a substan- 
tial increase in employment and in the 
weekly payrolls for August as com- 
pared with the same period of last year, 
according to statistics gathered by the 
Maryland Commissioner of Labor and 
Statistics. The employment gain was 
43.8 per cent, while the increase in the 
weekly payroll was 60.6 per cent. The 
leather industry other than boots and 
shoes also showed a substantial increase 
for the same period, the employment 
gain being 47.7 per cent and the week- 
ly payroll gain amounting to 57.1 per 
cent. 





TRADE LITERATURE 








Hosiery Color Card Issued 


New York, N. Y.—In a color card 
issued for the hosiery counter, the 
Schuylkill Valley Mills, Inc., announces 
nine fashion feature hosiery colors for 
Fall retailing—each distinctly differ- 
ent—with its own special promotional 
| story tied-in with the new costume and 
shoe colors which women will be wear- 
ing and buying. 

“Fall and Winter hosiery shades are 
darker and distinctively different,” 
headlines the card. The message con- 
| tinues: “Richness of fabric and warmth 

of colors—these are paramount for 
Winter,” says Vogue. Paris hosiery 
| Shades created by Hellstern to comple- 
ment the costume colors sponsored by 
the couture reflect this opulence in sub- 
| tle, soft dark tones. 

Fashion-wise women will require 
beige, taupe and brown hosiery tones 


| for wear with the varied new Fall 








| greys. S. V. M. presents five exclusive 
| Paris shades—“Saki”—“Siam”—“Sua- 
ve”—“Vogue”—“Mystere” — each the 


| correct hosiery choice for an important 
grey costume or shoe shade. “Saki”’— 
a neutral beige—blends with natural 
lynx and wolf furs—trimming grey 
travel tweeds. Suggest “Saki” for 
formal wear with grey afternoon and 
| evening frocks and slippers. “Siam” 
is a soft, golden-brown that emphasizes 
| the richness of grey; is smart with 
| black and harmonizes with dark 
browns. Recommend “Suave’—a sub- 
tle darker shade—for wear with eel 
grey, Schiaparelli’s famous mid-season 
success; with grey shoes trimmed with 
eel brown; with bronze green; dark 
blue and black. Feature “Vogue,” a 
soft, reddish-brown for wear with dis- 
tinctive combinations of grey and ma- 
hogany brown; with rust red, wine and 
vansy blue. ‘“Mystere’—a very dark 
brown with a grey nuance—is a high- 
style Paris shade for wear with the 
aristocratic dark brown and grey mix- 
tures and licorice brown. Ultra-smart 
with black, “Mystere” is the sophistica- 
ted choice for heliotrope, green and red. 
“Mure” (blackberry) is a new Fall 
shade with a rosy-beige taupe cast that 
harmonizes with taupe greys, wine 
reds, wild blackberry, pansy and purple 
| blues. For informal daytime wear, 
| with oxford grey and the black shoe, 
| conservative women will choose “Mal- 
| ta,” a warm beige-grey. 
| Chie women are choosing darker eve- 
| ning shades such as “Siam” and “Vo- 
| gue” for wear with pastel frocks. For 
both evening and daytime wear, Patou’s 
' wild blackberry (mure sauvage)—a 
| dark, bottle blue-green and a deep 


| wine-brown are high-fashion favorites 


| 
| 


| 





ir. the Winter mode, requiring deep new 
hosiery colors to enhance their ele- 
gance. S. V. M. presents “Vogue’”—an 
exclusive Paris shade—for the new 
wine-browns; “Mystére” for bottle 
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blue-green; “Vintage” for wild black- 
berry and eggplant shades.” 


Selling Hosiery 


CINCINNATI, OHI0O—Speaking of sell- 
ing stockings in shoe stores Miss 
Annabelle Wopper hosiery buyer for 
The Potter Shoe Company, says that 
one great advantage the customer has 
in buying hose in a shoe store over buy- 
ing from a department store is that the 
hosiery clerks in a shoe store are much 
better informed on the latest things in 
hosiery. This, of course, is due to the 
fact that they are in constant touch 
with all the newest things in the shoe 
line. 

They know the latest things in style 
and color and are ready to assist the 
customer in her purchase of both 
hosiery and shoes. For all stocking de- 
partments have advance information as 
to any change in shoe styles, which 
often department stores do not have. 

Miss Carolyn Schafer, stocking buyer 
for the Newbold Bootery, Inc., Race 
Street, says that the selling of hosiery 
in a shoe store enables the shop to 
service a customer 100 per cent. 

It saves the customer the bother of 
carrying shoes to a department store 
to match the hosiery in color or style 
and in the case with the Bootery, every 
pair of stockings is dyed to match cer- 
tain shoes perfectly. Also if stockings 
are bought at the time shoes are pur- 
chased the fit is assured since the cor- 
rect size of shoe is known and the 
stocking fitted accordingly. Later the 
customer knows just where she may re- 
plenish her supply of hosiery in the 
proper shades. 


Case Sells Shoes 


Los ANGELES, CAL.—A special case 
designed for the Phelps-Terkel Cloth- 
ing Company at 3450 University Ave- 
nue, displays in a glass apartment at 
the top samples of the shoes in the sur- 
plus stock below. The customer can see 
the shoes and the sales person has no 
trouble in finding directly below the 
samples the shoes that the customer 
wishes to try on. 

In the case in the Phelps-Terkel store 
18 pairs of shoes are always shown in 
the glass display apartment at the top, 
and each of these represents the per- 
pendicular line of shoes on the shelves 
below. 

The shoes in the display apartment 
are set on a sloping floor with the heels 
much higher than the toes so that the 
customer when seated gets a good view 
of them without rising. The settees used 
are placed at right angles to the front 
of the case. The interior of the display 
case is likewise well illumined to 
show details. 

The Phelps-Terkel Company store is 
a men’s store with collegiate atmos- 
phere located adjacent to the campus of 
the University of Southern California. 
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TO MANUFACTURERS AND For Your Convenience We List the Leather — al 
ri ocker Sandals 
WHOLESALERS :— Following: Tap Dancing 
Toweling 
5 - Arch Applilances 
RECORDER Subscribers daily ask us where Seth Reem Mules Pee TG a 
to buy certain shoes and many other items Beach Sandals Aviation 
connected with the operation of their stores. Boys’ Division, State Grade: we 
Following are some of the inquiries received ens Soave Bowling 
this week. Slippers Campin 
Sport Football 
All manufacturers, wholesalers and others, Book on Leather Industry (Free) = 
having goods to supply the following wants, pa = en Industry (Free) Gymnasium 
should address The Inquiry Dept. BOOT Children's Division, State Grade: Riding = 
AND SHOE RECORDER, 239 West 39th St., Barefoot Sandals Rope Sole, Canes Caen 
ancing shoes 
New York, N. Y. Infants” moccasins Tennis 
rtho Cc 
— soles Rubber Goods 
Terre . unny’s Ridl Boot A i 
N 1508. Men’s riding boots to retail at Gian tune end renee pe i ccessoriles 
$10.00 Chiropody Schools Store Fronts 
N 1509. Men’s spats to retail at $1.95 and Dye Manufacturers Store Equipment: 
$2.95 Floor Coverings and Plans Store seating plans 
i : : Foot Measuring Devices | por» Mag 
N 1510. Nurse’s shoes to retail at $3.98 Handbags to Match Footwear Shelving 
N 1511. Bowling shoes, men’s and women’s Heel Protectors : x hee Sn 
: Hosiery, State Grade: Foot rests for shine stand 
N 1512. Ballet slippers Children’s ——<«£ 
en’s 
N 1513. Window backgrounds Women’s 5) a 
N 1514. Carton labels, ee. Shoe Laces 
Hosiery display fixtures Woven a Prin _ 
i oc eeping Systems 
N 1515. Football shoes Lightnes Souvenirs: 
N 1516. Handbags to retail at $1.95 2 ee Saal Dolls and doll shoes 
N 1517. Metalizing baby shoes “ . si ee anne 
' Men’s Division, State Grade: Shoe Cabinets 
N 1518. Chiropody schools Aruay shoes, Shoe Dressings and Dyes 
ow a 
N 1519. Women’s & G.G. sport oxfords Field boots papas 
High cut shoes Shoe Heels 
N 1520. Slaughterhouse wood sole boots Moccasins Shoe Ornaments 
’ . e oe 
N 1521. Women’s arch shoes, $5.00 retail White canvas shoes pn ga 
ork shoes 
N 1522. Good grade footstools enenien Vamp Rollers and Stretchers 
N 1523. Brewer’ Women’s Division: 
ae eaeraies Dress — ae 
. Safety work shoes a 
ty Felt Russian boots 
F ' es 
! The Inquiry Dept., Boot and Shoe Recorder, : Gait shoes shoes 
. 1 Riding boots 
1 239 West 39th St., New York, N. Y. 5 Sport moccasins 
' . ; r] Sport shoes 
: Please send me information about: ...... eer eee coeeseccescesccceseseeeoens } Party Slippers 
' ee a House Slippers 
. Ce H Wool Shoes 
: PC EOCOTT CRE COL CTE EET CEE CT TOO CT EOC Pertrrr i tcr : Winiones i 
ackgroun 
: Br Liisa ine SEO IO TEE ET CREE POE COT TOOT RE EEO ENC EPS . Corrugated decorative paper 
' H ted for pas cee 
EARNERS ec URN Ne se ee dae ns eR emweehe bigw hw eb RecKeee nee wuieeeesebeeeentes ay art panels 
: Floral decorations 
SOC OOOO EOL PETE EPEC EC OT OTTER ORT COTE PETE Moen re a Reflectors 
MASHER Y SS Hi Display fixtures, shoes 
sipielae deine a eieealeees 4 Display fixtures, hosiery 
ee ee ee ee ee ee 1 Price tickets 
1 Show card servi 
oer cece cc ccccercccceeeccsesseccesore a Arch Support Shoe Stands 
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CLA//IFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


e fa] e o¢ 

















SALESMAN WANTED 


LINE WANTED 


WANTED TO PURCHASE 








GALESMEN WANTED—Rochester manufac- 
turer of Misses’ and Children’s High-Grade 
Welts wants representation in Chicago, and 
larger centers in middle west. Line is short 
and in stock. Strictly commission basis. An 
excellent side line for salesmen calling on 
better trade. Perkins-Smith Shoe Corp., 24 
Verona St., Rochester, N. Y. 








POSITION WANTED 


HOE Manager, Buyer and Salesman, age 38, 

with 20 years’ experience, specially in 
orthopedic footwear, desires position with reliable 
retail concern. Can furnish A-1 references. Will 
go anywhere. Charles Weisel, 913 Forest Ave- 
nue, Bronx, N. Y. 











HOE EXECUTIVE, 18 years’ experience in 

two largest chains in country, desires connec- 
tion with chain organization. Opportunity more 
important than salary. Excellent references. 
Address D-471, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





MANAGER with retail chain store experience 
desires connection with reliable concern for 
responsible future. (Window Trimmer and 
merchandiser.) Address D-472, care Boot & 
Shoe Recorder, 239 West 59th Street, New 
York, N. Y. 





SHOE § Salesman wants position. Eighteen 
years of practical retail selling, corrective 
and non-corrective shoes enables me to hold 
and give satisfaction to any reliable employer 
who wants a real shoe man, a_ conscientious 
worker, one who will make good from the start. 
Address D-473, care Boot & Shoe ‘Recorder, 239 
West 39th Street, New York, N. 


ANTED—A line of popular priced Men's, 

Women’s, Boys’ or Children’s Shoes for Chi- 
cago and surrounding territory. Experienced and 
well acquainted with the trade. Address—C. 
Mendelsohn, 3823 Rokeby St., Chicago. 





ELLING Agency for reliable manufacturers’ 

stock lines for Pennsylvania, New Jersey, 
Maryland and Delaware. Line suitable for quan- 
tity buyers Ladies and Juvenile. Representation 
by experienced men. Address D-468, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





LINE WANTED 
OR PARTNERSHIP 


Would like line of Women’s medium 
priced shoes. $3.00 or $4.00 retailers. 
Welts or McKays. Would be willing 
to invest capital in small going factory. 


Jobbing and chain stores. Territory— 
New England, New York, Pennsyl- 
vania and Middle West. Can furnish 
excellent credentials. 


Address D-475 
Care of Boot & Shoe Recorder 
239 W. 39th St. 
New York 














POSTER @ DEUTSCH 
436 Grand St., New York City 


Phone Dry Dock 4-0352 
— BUY FOR CASH — 
entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks ef shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 


590 Broadway New York 
Phone Canal 6-4298 and 4299 













biti ntae Saat 











WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Etc. 
IRVIN RUBIN 
“The House of Jobs’’ 


89 Reade St. Cor. Chen h 
New York City 





Phone Barclay 7-7887 














BUSINESS OPPORTUNITY 











WANTED TO PURCHASE 











FOR SALE 


OR SALE-—An opportunity to purchase a 
beautiful Shoe Store, established 12 years, 
A-1 location, reasonable rent. ‘Have shown a 
srofit every month. Town of 35,000 population, 
ocated in Southern California. Best known 
shoes stocked. Will sell both Stock and Fixtures 
or Fixtures alone. Address D-474, care Boot & 
Shoe Recorder, 239 West 39th Street, New York, 
oe 








FAMILY store due to bad health. Brooklyn 

locality— -Profitable business—-Good lease—No 

auctioneers. Address D-469, care Boot & Shoe 

Recorder, 239 West 39th Street, New York, 
Y 


Spee. 


FAMILY shoe store in Mountains (Monticello. 
Liberty or Adirondacks). Stock and Fixtures 
or Fixtures only. Address D-470, care of Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


202. oz 


} HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, ete. Short time 
lease taken over. Transactions confidential. 


a 
MAX GLAUBERG 
327 Church St., New York City 
Phone: Canal 6-2632 ‘ 














YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn bi 
income in service fees. A new system 0 
foot correction: readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attens to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 





T. L. Herring in Jacksonville 


JACKSONVILLE, FLta.—T. L. Herring, 
of Detroit and New Orleans, has taken 
up his duties as new manager of the 
local Regal Shoe store. 





$1.25. When a box 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. 
is desired twelve words should be added for the address. 


word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 


Minimum charge 
In all other cases each 








Rates NCEA, A oe 
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AUTOMATIC 
GARAGE NEw yYorK A 


. VE FOUND. Just think ...a mod- 
THE BEST 
AT wWoreL VALUE — ern, new hotel, in the 


IN NEW YORK 
CITY. 











The last word in convenience and safety 
for your car ,.. occupies its own par- 
ticular compartment . . . offers every 
opportunity for storage by the hour, the 
day, the month . .. with or without 
service. 


Rates $15.00 monthly and upwards... 
Expert repairs on all makes of cars. 


KENT GRAND CENTRAL 


44th St. Near Third Ave. 
Tel. Murray Hill 2-0460 


Your Car Is Never Touched by 
Human Hands 





be PICCADILLY 


45th-STREET and BROADWAY @ 








heart of New York— 

200 feet from. Broad- 

way, on: 45th Street. 

A toom and bath for one, 
$2.50; for two, $3.50. 


NEW YORK 
WILLIAM MADLUNG, Mang. Dir. 














MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 











AUTUMN PRICE TICKETS 
Colorful and Effective 





No. 3: Hallowe'en or 
autumn coloring: 
orange and green de- 
sign on corn-color 
board. 









1345 

















No. 2: Blue bar with 
orange sunburst on 
silver board. 


No. 1: Harvest color- 
ing: Scarlet cak leaf 
on corn-colored board, 
with pale blue band. 


ANY ASSORTMENT OF 
PRICES DESIRED 
| SIZE: 15” x 234” 


Gi OE. Fo cice ence ceaceca $1.10 
(2 GMI 6 dcr cektiedeses 2.00 


AUTUMN WINDOW 
DISPLAY CARDS 


8” x 14” to complement new fall 
ticket above. 








| Write for details and samples of 
| service, including cards, harmon- 
izing tickets, and modernistic card 
holders. Sold to but one merchant 
in a community. Snappy texts on 
men’s, women’s, children’s shoes, 
and hosiery. 





CHECK WITH ORDER, PLEASE, UNLESS 
C.0.D. SHIPMENT IS PREFERRED 


Merchants’ Service Dept. 


BOOT AND SHOE 
RECORDER 


367 West Adams St. 
CHICAGO, ILL. 




















A Successful Shoe Clinic 


Cuicaco—In February of this year a 


“Shoe Clinic” was opened up on the 
fifth floor shoe department at Mandel 
Brothers. From the beginning this 
service has been an outstanding success. 
During the first three months over 10,- 
000 pairs of shoes were brought to the 
“clinic” for diagnosis and in season the 
daily average amounts to 200 pairs. 
The new venture started off with a 
bang by advertising which informed the 
public that Mandel Brothers were now 
able to lengthen shoes that are too short 
and to widen shoes if they are too nar- 
row. This service at once caugth the at- 
tention especially of the female public, 








for women began at once to bring in 
the too-shorts and too-narrows among 
their footgear, according to H. Hertz, 
the manager of the “clinic.” The next 
point, of course, was to carry through 
on the service promised. In order to 
do this an elaborate equipment was 
installed on the thirteenth floor which 
included not only the machinery neces- 
sary for ordinary repair work but that 
which would take care of the making 
over process which was promised. The 
“clinic” now uses the services of twenty 
employees. 

Thirty-five per cent of the work 
done in this department is on resizing 
shoes, a sad commentary of how shoes 
are being sold and not fitted. 





New /mproved 


Pouy Cup 
for Price Tickets 
$4.00 82.25 
gross half gross 

Tilts at any angle 


M. D. POLLINGER CO. Holland Bidg., St. Louls, Mo. 




















| Goose Crees Good fos Shoes 


PRENTISS, Miss. — Webb Parkham, 
prosperous Jefferson Davis County 
farmer, residing south of Prentiss, is 
not only a good judge of a horse race, 
a good chicken dinner, but he knows his 
shoes as well. He is still wearing a 
pair of shoes which he has had for 
fourteen years, believe it or not, and 
Mr. Parkman stands pretty well in the 
church and community for veracity. 

Mr. Parkman bought. his shoes in 
1919, paying “war prices” for them, 
but they have given him good service, 
he says. They are neither the fine kind 
nor the very rough, just middling sort 
of shoes as to style, but when it comes 
to the “bottom” in a shoe, it is like 
“bottom” in a horse, and Mr. Parkman 
knows his “bottoms.” 

He says, however, that shoes are like 
mustang ponies—they must have an 
occasional rubbing under the chin. They 
have got to be slicked up. He says the 
very best slicking for shoes is goose 
grease. His shoes, he says, despite their 
14 years of weather, would still pass 
Miss Perkins’ inspection and be classi- 
fied as shoes. 





Features Douglas Line 


NEw BeEpForp, Mass.—Lou Manelis, 
owner of several shoe stores here has 
opened a new store, the W. L. Douglas 
Shoe Store, featuring that line of shoes. 
The store is in charge of Ansel B. Nor- 
ton, for 19 years connected with the 
sales force of the Bristol Shoe Co., a 
firm which closed last February. 

Opening day, Sept. 1, was a promis- 
ing day and Mr. Norton greeted many 
friends whom he had served for years 
in his former capacity. He looks for 
a good Fall business. 

















DATES TO REMEMBER 


Jewish New Year:............. September 21 

Leather Opening ............... October 2-3 
Hotel Astor, N. Y. 

World Series Commence ......... October 4 

PEE, oosic cee cas ces eee October 12 

I sk 5.55 Site w yl a kwry wi October 31 

MINE 5 vio ce aa os0 saan oe November 11 


Thanksgiving 
30th Annual Convention, National Boot and 


Shoe Manufacturers Association, Hotel 
Commodore, New York........ December 4 
National Season Opening, Hotel Commodore, 
Sarre December 5-8 
Christmas ee ale ei eee December 25 
no bk. CC. January 1, 1934 
National Shoe Retailers Annual Convention 
Sree Jan. 8, 9, 10, 1934 


Middle Atlantic Shoe Retailers Association, 
20th Annual Meeting and _ Exhibition, 
Hotel Adelphia, Philadelphia. .Jan. 22, 23, 24 

Northwestern Shoe Retailers Regional Asso- 
ciation at Sioux City...... Feb. 5, 6, 7, 1934 

Indiana Shoe Buyers Eleventh Annual Con- 





vention, Claypool Hotel, Indianapolis, 
MONO Ss cwikckcessnee on Feb. 4, 5, 6, 1934 





Shumacher Betters Location 


AKRON, OHI0O—Shumacher Shoe Co., 
for more that 40 years located on S. 
Howard Street, will move soon to a 
new location in S. Main Street in the 
heart of the new retail shopping dis- 
trict. Alterations are now in progress 
and the store will be one of the most 
modern in the S. Main Street area. 





OBITUARY 





Peter J. Harney 


LYNN, MAss.—Peter J. Harney, for 
many years of Harney Bros., and later 
of Peter J. Harney & Sons Co., died 
recently of heart trouble, age 75. He 
was born in Ireland, and he lived in 
Lynn for 65 years. He was a charter 
member of Veragua council, Knights 
of Columbus. He is survived by his 
wife and two sons, and, also by three 
brothers, Patrick J., Hubert and John 
W. Harney, all of whom were in the 
shoe manufacturing business. 
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A BuyING GUIDE TO 
OUR ADVERTILYERY 
wie . 





BOOTS AND SHOES 


Bass, G. H., & Co., Wilton, Me..........- 46 
Bett Shoe Co., Philadelphia, Pa......... 52 
Brooks Shoe Mfg. Co., Philadelphia, Pa..46-48 
Brown Shoe Co., St. Louis, Mo...........- 10 


Chase, W. S., & Sons, Haverhill, Mass..... 52 
Clapp, Edwin & Sons, Inc., E. Weymouth, 
WUE, stcccccceccadsecateuedtouseseeee 44 


Colt-Cromwell Co., Inc., New York City.. 45 

Conn, W. B., Co., Rochester, N. Y 8 

Connell, J. M., Shoe Co., South Braintree, 
DG sEdcsesrnvobesheasaeseeenuneaenes 48 


Ebberts, John Shoe Co., Buffalo, N. Y..... 44 
Edwards, J., & Co., Philadelphia, Pa., 

Back Cover 
Evans, L. B., Son Co., Wakefield, Mass... 52 


Herbst Shoe Mfg. Co., Milwaukee, Wis... 50 


Kendall Shoe Co., Haverhill, Mass. ...... 46 
Mansfield & Sons, Philadelphia, Pa. .... 49 
Marathon Shoe Co., Wausau, Wis. ...... 7 


Mishawaka Rubber & Woolen Mfg. Co., 
Mishawaka, Ind. 23 
Mrs. Day’s Ideal Baby Shoe Co., Danvers, 


errr 50 
Musebeck Shoe Co., Danville, Ill...Front Cover 
Nettleton, A. E., Syracuse, N. Y......... 44 


Old Colony Shoe Co., Brockton, Mass..... 44 
Owens Shoe Co., Lynn, Mass. .......... 46 


mee Wooden Sole Shoe Co., Columbus, 


Roberts, Johnson & Rand, St. Louis, Mo... 5 
Robinson-Bynon Shoe Co., Auburn, N. Y.. 41 
Rohn Shoe Mfg. Co., Milwaukee, Wis..... 35 


Shaw, M. T., Inc., Coldwater, Mich. ...... 40 
Smith, J. P., Shoe Co., Inc., Chicago, IIl., 
2nd Cover-44 


Weyenberg Shoe Mfg. Co., Milwaukee, 
MS. cate a cwielineeuinen sane esse 3rd Cover 


LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass. ........... 1 
Hubschman, E., & Sons, Philadelphia, Pa. 4 
Levor, G., & Co., Inc., Gloversville, N. Y...2-3 


Panther-Panco Co., Chelsea, Mass......... 42 

Surpass Leather Co., Phila., Pa. ........ 29 

MACHINERY, LASTS, MFRS’ SUPPLIES, 
DRESSINGS, ETC. 

United Shoe Machinery Corp., Boston. 
MNES srecwesvevaarvasesdeaaneten 6-25-31-33 
SHOE ACCESSORIES 
Pollinger, M. D., Co., St. Louis, Mo..... 55 
Simplex Shoe Tree Corp., Chicago, Ill..... 44 


Williams Mfg. Co., Portsmouth, Ohio.... 48 


MISCELLANEOUS 
DeWitt Operated Hotels ................ 45 
Glauberg, Max, New York City ........ 54 
Hotel Piccadilly, New York City ........ 55 


Hotel Victoria, New York City 


Kent Automatic Garage, New York City.. 55 
Kirsch-Blacher Co., Inc., New York City.. 54 


Poster & Deutsch, New York City ........ 54 
Rubin, Irvin, New York City .......... 54 
Steph Laboratory, Boston, Mass. .... 54 











George H. Germaine 


New Beprorp, Mass.—George H. 
Germaine, for several years owner of 
a shoe store by that name at Smith’s 
Mills, died at his home here following 
an extended illness. 














Who’s Been a More Constant Reader? 


Having been a constant reader of your 
publication for the last thirty years and at 
the present owning and managing a retail 
establishment that has been in the retail 
field for fifty years, I wish to say to you 
that I find your publication of great help 
to me in conducting this business. 

Our concern has been in the same loca- 
tion forty years and in an adjoining room 
ten years prior to that and we are very 
proud indeed of the record that we have 
made and we must confess that some of it 
comes from the many things that we get 
from your publication. 

Mr. Bowen, your western man, calls on 
us occasionally and it has been a pleasure 
to work with him in Association work. 


J. Frank Jaques, Field Shoe Co., Des 
Moines, Iowa. 


vvv 


It Costs Canadians $5.60 Per Year to 
Receive the RECORDER, Too! 


We have been a subscriber to the Boor 
AND SHOE RECORDER for over ten years and 
we consider it an important source of foot- 
wear information. 

You might be interested to know that 
we have a permanent staff of sixteen em- 
ployees and by the time the Recorder is 
read by all of them, it is pretty weil 
thumbed. 

We think that we are one of the few 
businesses in Canada that are selling more 
shoes profitably today than we did in 1929. 


Geo. F. Ingraham, Calgary, Alta. 








When writing advertisers please mention Boot and Shoe Recorder 
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Shree Exclusive 
Merchandising Fealures in 
(ou Bas 


SHOES 





cso sabi eB ON in aE 





Here’s a new original idea. NAILESS HEELS. 

We are the first and only factory fastening 

heels with fibre rather than with hard, 

pointed, metallic nails. Not a single nail in 

the shoe. Eliminates all danger of foot in- 

Nailess Rubber jury. Provides a perfectly smooth insole. 
Mocks Prevents tearing of stockings. 


The seamless one piece quarters, linings and 
doubler is an exclusive Kali-Sten-Iks patented 
feature. No seams to rip or tear. No heavy 
back stay to hurt tender feet. 


Of course you know the seamless Vamp, 
Lining and Doubler as constructed by Gilbert 
eliminates bunchy tongue discomfort and 
insures better fitting qualities. 





Ce , Sound Selling Points! That’s what every 
progressive retailer must look for if he ex- 
pects to keep abreast of the parade. Obsolete 
lines of merchandise must be replaced with 
new, up-to-date products. The progress and 
prosperity of every merchandiser depends to 
a large extent on ability to visualize the 
future and to correctly determine the sales 
possibilities of the various articles which 
come before him for consideration. 











Merchandising Ideas? KALI-STEN-IKS cer- 
tainly have them. 


THE GILBERT SHOE CO. 


THIENSVILLE, WISCONSIN 


New York Office Los Angeles Office 


425 Marbridge Bldg. 327 Grosse Bldg. 


One Piece eed ) * 
cies Wie New York City Los Angeles, Cal. 





Vol. 104. No. 3. Published every week by the Best a Shoe Recorder Company, 239 W. 39th St., New York, N. Y. Entered as second class matter, Sept. 10, 1925, 
at the Post Office at New York, Y., under the act of March 3, 1879. Subscription price $3.00 per year. Printed in U. S. A. 
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THE ARISTOCRAT OF FLEA BILITY 
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i 

This modern shoe, distinguishea 

for grace and flexibility, is made on Hl 

standard WAC equipment. t 

The insole can be } 

FULL or SKELETON 
(for added flexibility). 





The outsole may be attached by chain 


stitch, lock stitch, or by cement. 








UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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CHERIE 





ROSALIE 





Brown or Black Satin Kid, $4.65 Brown or Black Satin Kid, $4.75 


















MINAUD ISABELLE 












Brown or Black Kid, $4.65 
Stocked in C Width 


Brown Suede, $4.75 
Black Satin Kid, $4.65 


PICKFORD 





BR. oe 





aati hatte Tee 


Brown or Black Satin Kid, $4.80 Brown or Black Suede, $4.50 


RIVOLI 





Brown or Black Suede, $4.65 





Brown or Black Satin Kid, $5.00 4 








VICTORIA 








Brown or Black Satin Kid, $4.80 ~ Brown or Black Satin Kid, $4.50 
_ Stocked in C Width Stocked in C Width 


Tread ease SACLL 
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STYLE and QUALITY 


will be essential in 1933 Fall and 
Winter Footwear. 


Celastic Box Toes always assist in 


providing these important factors. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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POUT N Ser. isis neh ppd et Hensal 





This vivid, unforgetable phrase catches feminine 


attention and sells 


MATRIX SHOES 


AnD the first sale is only the first, for the almost unbelievable 
ease and comfort of the Moulded Sole makes loyal customers who 
will come back to your store season after season for the most 


satisfactory shoe they have ever worn. 


In a long list of the country’s famous stores, keen merchants 
have found that in the Matrix Shoe they have a line that makes 
its own way, builds its own reputation, and creates an all-year- 
round demand that becomes a major source of the store’s profits. 


Many stores of very moderate size have started with only three 
or four Matrix Models, have availed themselves of our merchan- 
dising aids, have taken advantage of quick shipments from our 
IN STOCK Department—and have watched their volume of 
profitable sales grow and grow. 


WE welcome correspondence from interested Retailers, and will 
be glad to send illustrated catalog, with prices, of Fall patterns 
that are kept constantly IN STOCK in Matrix Shoes—the line 
that will center in your store the dominating idea in shoe mer- 
chandising—“ Your Footprint in Leather.” 


IN STOCK NOW 


E. P, REED & COMPANY -» 









"YOUR FOOTPRINT IN LEATHER’ 


tae NINA=A step-in gore with added feature of one 
eyelet with ribbon lace. Contrasting piping and ‘the 
new version of perforated underlaid design on vamp. 

1985.. Black Kid Quarter. .Black Suede Vamp. .$6.00 
2085..Brown Kid Quarter.. Brown Suede Vamp.. 6.00 





The NORMA=Teardrop eyelets, underlaid perforations 
and zig-zag stitching over contrasting silk kid are fea- 
turea which emphasize the smartness of this Bal oxford. 


re Black Ebony Kid......... $6.00 
SOK vices Indies Brown Kid......... 6.10 
SO ccvenes Eel Grey Suede........... 6.00 

: “2s gE er” ‘ghd 





stn, ea 


The NORMANDY=—Unusual tip and foxing of calf with 
perforations and contrasting stitching are used effect- 
ively on the 4-eyelet tie. 
1906..Black Suede.. Black Calf Trim. .$5. 
2006.. Brown Suede... Brown Calf Trim.. 5. 


ROCHESTER, N. Y. 





When writing advertisers please mention Boot 


and Shoe Recorder 
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New patterns - new materials 





The season’s latest mode. 195 Last— 
19/8 Boulevard Heel. 


5/8 Grosgrain Ribbon with Glass Tips. 


2426—Black Suede, Grey Fagotting, 
Dull Kid Stripping with Silver 
Perlustre Piping 
4426—Brown Suede, Fawn Stitching, 
Brown Kid Stripping, Fawn 
Perlustre Piping 
2326—Dull Kid, Grey Fagotting, Dull 
Kid Stripping, Silver Perlustre 


IN STOCK 


Note these smartly fash- 
ioned numbers with light 
fagotting and _perfora- 
tions. _They’re right for 
quick selling. And see how 
we’ve answered the de- 


HAZEL 


Another High-Light. m4 Last—19/8 Spanish 


mand for a built-up gore 
pump in the Swank pat- 
‘95 tern. As for satin, the sea- 
son’s newest fashion note, 
cast your eyes on the Pola 
pattern, with its novel 


3.95 


2419—Black am... Grey Fagotting, 
Kid Stripping with Silver 

Perlustre Piping 
4419—Brown Suede, Fawn Fagotting, 
Brown Kid Stripping, Fawn 
Perlustre Piping .............. 
3319—Dull Kid, Grey Fagotting, Dull 
Kid Stripping, Silver Perlustre 


3.95 


a OR 3.95 stitching treatment — an MI tg oiara 1.e Cr oiniae'siscisins.s 3.95 
4326—Brown Kid, Fawn Fagotting, : " 4319—Brown Kid, Fawn Fagotting, 

Brown Kid Stripping, Fawn ideal shoe for every pur Brown Kid f Stripping, Fawn 

Perlustre Piping ...........+.- 3.95 pose. Perlustre Piping .............. 3.95 





SWANK 
195 Last—19/8 Spanish Heel. 





OPERA 
2212—Patent Leather—195 Last— 





201 Last—20/8 Spanish Heel. 


5/8 Gros- 


sees? oy sree sm 19/8 Spanish Heel ........ $3.25 grain Ribbon with Smart Glass Tips. 
aera rae $3.75 

2 — nel 1672— White pater 201 Last— 217C—Black Satin, Black Stitch- 
Fawn Stitched ............ 3.75 20/8 Spanish Heel ........ 3.35 ing on Vamp and Quarter. $3.50 


Qlocs METHOD 





( 


Notice thickness of leather 
between stitching and wearing 
serfece of sole. Nothing to peel 
Will not expose stitch 


TANGLE 
LOCK SEWED 











ALL SHOES IN STOCK 





A new development in 
shoemaking which _ re- 
places the old outsole 


SIZES AND WIDTHS 


channel leaf with a wedge 

channel and angular sew- RA aca es ees Hide eens 4¥, to 9 
ing. Alocs sewed shoes AAA 5 tod 
weer longer, will not MAA se ee eee eeeeeeeeeeneeeens 0 
peel, squeak or burn the Me is. Sakaseks ahi) Ne dose a:0"ic ale 4¥, to 9 
feet. They fit better and EE ciel schsierciadl site xe gees 4 to9 
are as flexible as a turn. A a . 1 S 4 2 t09 


All Paradise shoes are 
Alocs sewed. 


BRAUER BROS. SHOE @, 
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OLGA 


178 Last—17/8 Boulevard Heel 
3335—Blue Kid Blue Reptile Inlay, 





IN STOCK 


White Stitched ................ $3.85 


4435—Brown Suede Vamp, Brown Kid 
Quarter, Fawn Stitched, Brown 


Reptile Inlay ................. 3 
2435—Black Suede Vamp, Dull Kid 

Quarter, Grey Stitched Black 

Reptile Inlay ................. 3 


8435—Grey Suede Vamp, Grey Kid 
Quarter, Grey Stitched, Grey 
Reptile Inlay ................. 





VIVIAN 


178 Last—17/8 Boulevard Heel. 
843A—Grey Suede Vamp, Grey Kid 
Quarter and Heel ........... $4.00 
243A—Black Suede Vamp, Dull 
Kid Quarter and Heel .... 3.85 
443A—Brown Suede Vamp, Brown 
Kid Quarter and Heel..... 3.85 
343A—Blue Suede Vamp, Blue 
Kid Quarter and Heel .... 3.85 
AAA—5¥4 to 9; AA—4¥4 to 9; 
A—4 to 9; B—2 to 9 


4437—Brown Suede, Brown Cal- Spanish Heel 
cutta Calf Tip, Lace Stay and 
MON oie eciccccusecrvecedes $3.85 937B—All Over Silver Kid ...... $5.85 
2437—Black Suede, Black Caleutta 267B—All Over Black Crepe .... 3.85 
Calf Tip, Lace Stay and 
Oo) err Torre 3.85 167B—All Over White Crepe .... 3.85 


new construction: new ideas 


You'll find extra selling 
value in the Princess Pump 
built with a gore throat. 
No biting, better fit and 
more comfort for pump 
wearers—justifies an extra 
profit margin for you. Now 
take a look at a Fall profit- 
maker, the Olga; a built- 
up tie. And for smart eve- 
ning wear, just order the 
Susie. Don’t overlook the 
Vivian — it’s an outstand- 
ing favorite — flatters the 
foot. 





LASSIE 


178 Last—17/8 Boulevard Heel. 





—-WIRE— PHONE —WRITE 
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_ PRINCESS PUMP 
195 Last—19/8 Spanish Heel. 


3314—Blue Kid, Crinkle Gore ....... $3.60 
4414—Java Brown Suede, Brown 
Crinkle Gore ................. 3.60 


2414—Black Suede, Black Crinkle Gore 3.60 
4314—Brown Kid, Brown Crinkle Gore 3.60 
2314—Dull Kid, Black Crinkle Gore.. 3.60 
8414—Slate Grey Suede, Grey Crinkle 


GONG ek vcacsecucrscuseseuaaces 3.75 





Rhinestone Buckles; 201 Last—20/8 


























TERMS—5%, 30 DAYS 


Prices are subject to change without 
notice. An additional charge of 15 
cents per pair will be made on all 
orders for less than four pairs to a 





“SHE WALKS IN BEAUTY” 


St. Louis, Mo. 


All our shoes are manufactured 
under conditions meeting the re- 
quirements of the National Re- 
covery Act. All shoes are branded 
in the heel seat with the NRA 
emblem and packed in plain car- 
tons. All shoes are made in the 
heart of St. Louis by union labor. 















WE DO OUR PART 
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BOYS and GIRLS 
ALL OVER THE NATION 


point to 


RED GOOSE SHOES 
Their Choice 


Parents, too, are aware that “RED GOOSE” All-Leather SHOES are more comfortable 


on growing, active feet. 


These extra wear shoes hold their shape lunger and look nicer. 


He'll acquaint you with the 
additional profit they yield. 


Ask the dealer who sells them. ] 


or write _ 


FRIEDMAN-SHELBY (Branch) 


INTERNATIONAL SHOE CO. 
ST. LOUIS 
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